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brings down the cloven hoof of uncompen- 
sated effort on the contractors neck. Profits 
are still possible . . . . . but under new 
standards of thoughtful and far sighted 
execution of plans, selection of materials and 
allocation of labor. 


The contractor whose vision lies beyond the 
mirage of first cost —who recognizes false 
economy for what it is — shall be the one to 
reap the profits in the new era of American 
Business. 
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First Air Vitalizer 








O bring the ozonized air vitality of 
ihe pine woods and mountain tops 
right where it is wanted —is the 
function of the new Jefferson Ozonator. 





This offers a big new market for you. 
For less than the cost of a week-end trip 
you can offer vitalized air for years to come. 


The Ozonator keeps the air purified,—it not 
only adds vital life to the usually lifeless city air, 
but it has the quality of destroying odors such 
as from stale cigars, cigarettes, musty clothes 
closets, medicinal bandages, vegetable cocking 


and the like. 


In bank safety deposit rooms and customers’ 
stalls, telephone booths, enclosed rooms in 





in Cost 
in Size 
in Adaptability 


Placed on bookcase or 
table, or hung on the wall, 
the ozone discharge is 
gently mixed with the air 
and a slight movement set 
up by the distributing fan 


churches, filing vaults, sick rooms, clothes clos- 
ets, the Ozonator makes the air fit to breathe 
and kills the obnoxious, dead odors of pocketed 
lifeless air. 


Get this new item—display it—sell it. Write 
today for illustrated folder No. L-100 and com- 
plete information. 


JEFFERSON ELECTRIC COMPANY 
Bellwood (Suburb of Chicago) Illinois 
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WHEN YOU'RE BUYING THINWALL CONDUIT 


be Sure it’s 


STEELTUBES 


@ Steeltubes Electrical Metallic Conduit is made 
in seven standard sizes ... from %” to 2”... and 
is approved for open and concealed wiring, and 
for wiring in concrete (except cinder fill). More 
than 30,000,000 feet of this modern conduit have 


been installed in homes, office and apartment 


buildings, public buildings and other structures. 
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Steeltubes, the pioneer Threadless Thinwall Conduit, 

is made of tough open-hearth, cold-rolled strip steel, 

and is formed cold and electrically welded on these 
special machines. 


STEELTUBES is the pioneer thinwall electrical 
tubing ... electrically welded. Provides fully 
adequate protection to electrical circuits. Light, 
easy to handle... no threads to cut. Helps you 
to get bids on a profitable basis. Leaves extra 
margin that permits use of more outlets... 


greater electrical convenience. 


Electrical Division 


STEEL AND TUBES, INCORPORATED 
The World's Largest Producers of Electrically Welded Tubing 
CLEVELAND » » « « OHIO 





A UNIT OF REPUBLIC STEEL CORPORATION 
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they want to sell 

















N the August issue there appeared a sec- 
tion called “73 Sales Opportunities for 
Electrical Contractors” which was a col- 

lection of short descriptions of seventy- 
three products or selling aids. Almost 
everyone of these had been described be- 
fore, many had been advertised. 


Yet the response was astonishing! 











TRACTING learned many things from the 
response to these sales opportunities. 

1. In some instances one or more prod- 
ucts of different manufacturers were de- 
scribed, such as ventilating fans, while else- 
where there would be mentioned a manual 
that would help in selling. The sales man- 
ual was in demand more than 2 to 1. This 
seemed rather conclusive proof that the 
contractors are eager and anxious to sell, 
that they want help. 

2. In every instance where a wiring 
product or booklet giving helps to sell 
more or adequate wiring was offered the 
request for more information was very 
large. It was the best refutation we had 
seen of the statement that contractors were 
interested in tearing down rather than 
building up jobs. 

3. Every industrial product received a 
large number of inquiries. There were a 
number of such products covering a wide 
range of application, but the response was 
large in every case. The contractors are 


‘| as publishers of ELrctricaL Con- 
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decidedly wide awake to the industrial 
market and apparently see in it a large op- 
portunity. 

4. Contractors see an opportunity to sell 
small electrical supplies to industrial plants 
with an electrical maintenance department. 
These contractors probably do all of the 
major electrical work, including repairs, 
and feel that they have an opportunity to 
sell the supplies for regular electrical main- 
tenance. This business is small and not 
always profitable to the electrical whole- 
saler. Perhaps the contractor will build up 
a new type of industrial retail business. 

5. The number of replies were so large 
and the checking so careful that we are 
convinced that electrical contractors read 
and that ELECTRICAL CONTRACTING is read 
from cover to cover... 

6. Since many of the products had been 
previously advertised it was made very ap- 
parent that advertisisg must be a steady 
process and also that copy today should 
have a marketing appeal. 




















UT after all the real story of the whole 
thing is this: The contractors afford 
an outlet for almost any electrical 

manufacturer who has a product that can 
be sold provided— 

He will give to the contractors some 
measure of sales assistance. If he will 
treat the contractors with the same consid- 
eration that he gives to a new salesman he 
will get business NOW. 
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}) AN EVERYDAY DRAMA IN THE LIFE OF ELECTRICAL CONTRACTORS 
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SCENE I—Early winter evening. 
The young bride is hard at work in the 
kitchen of her new home —preparing 
the meal, tidying up, hurriedly ironing 
some odds and ends left over from the 
afternoon ... Suddenly a fuse blows. 
Everything is plunged in darkness. 


YOUNG BRIDE:—‘‘Heavens, 
what’s that! What’ll I do! I can’t 
cook —I can’t see—I can’t do 
anything! And I don’t know a 
thing about electricity!” 

Thinks desperately—then getting the 

family flashlight, rushes to telephone 

directory. Looks up “Electrician”. . . 

Calls the first one on the list. A gruff 

voice answers. 


ELECTRICAL CONTRACTOR: 
—“‘Lights won’t light, eh? All 
right, I’ll see what’s wrong.” 


SCENE I1I—Electrical Contractor 


arrives. Replaces fuse. 
BRIDE: —“‘ What was it?” 
CONTRACTOR: — “Just a fuse 


. . .Get ’em anywhere. It’s a 

good thing to have a few extra.” 
And that, ordinarily, would have 
been the end of it. But this contractor 
is different. He pauses. 
CONTRACTOR: — “Wonder 

what made that fuse blow... 


Mind if I look around a bit?” 


BRIDE: —‘“‘Is anything wrong 
with our wires?” 


CONTRACTOR, after examining 
several rooms: —“Oh, not much 
—just a bunch of bad connec- 
tions and a lot of overloaded 


Your patriotic duty 
U —vote this year! 
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circuits and one or two other 
things—that’s all...Say, could 
I talk this over with your hus- 
band—tonight?”’ 


BRIDE, mystified: —‘‘Why, cer- 
tainly. He’ll be in.” 


SCENE III —Later in evening. 
Contractor and husband are talking. 


CONTRACTOR:—“ Your whole 
wiring job is inadequate... Cir- 
cuits overloaded everywhere... 
And look at those double-sockets 
—you haven’t half enough out- 
lets! No wonder the fuse blew.” 


HUSBAND, surprised but not quite 
sold: —‘‘But wouldn’t it cost 
money?” 

CONTRACTOR:— “Yes, it will. 
It’ll cost a little money. But isn’t 
it worth it—not to be tripping 
over wires—not to have fuses 
always blowing at the wrong 
time—to be able to have your 
radio and your lights where 
you want them. After all, you'll 
probably live in this house a 
long time—and a good electrical 
job will make it better to live in.” 


HUSBAND, interested: —‘‘ What 
do you suggest?” 

CONTRACTOR:—“‘ Well, I can 
give you a first-class wiring job 
with quality materials that won’t 
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break down. But there are other 
things, too. For example, you 
can have a real kitchen light that 
won’t strain your wife’s eyes. 
And so on. It’s up to you.” 


HUSBAND:—“Not a bad idea. 
Never thought of it that way... 
Make me up an estimate.” 


(And the job was as good as sold 
then and there. Objections to costs 
melted away when the contractor ex- 
plained what these costs would buy in 
terms of convenience and in freedom 
from annoying breakdowns . . . But 
that’s not all... ) 


EPILOGUE—A month later the 
contractor drops in on the Newlyweds 
again. Husband greets him cordially: 


HUSBAND :—“Say, you’re just 
the man I want to see. You did 
a mighty fine job on this house 
...1 run a small factory down- 
town. Do you do industrial wir- . 
ing by any chance? .. .” 
Finis 
This little drama points its own 
moral well enough. The electrical 
contractors who see in the cause of 
adequate wiring a challenge and an 
opportunity are usually the success- 
ful ones. Furthermore, they are 
rendering a real service to the com- 
munity—a service in which Graybar 
is glad to participate by providing, 
not only a proven source of quality 
electrical materials—but continued 
publicity in the interests of better 
wiring as well. 
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a bow! of peas" 


HEN I walked into the office of 
\X/ my friendly competitor, Al Weath- 

ers, a few days ago, I got an awful 
shock. There was Al at his desk, chuckling 
to himself, and gently shaking 
a glass bowl filled with peas. 

He paid me no more atten- 
tion than if I was a bill col- 
lector, and, as I watched, up 
through the peas shimmied six 
walnuts, one after another, till 
they were all rolling around 
on top. At that he laughed 
like a hyena and set the bowl 
down. “I did it 10 times,” he 
says, “and it works like a 
charm.” “Sure, Al,” I an- 
swered, humoring him, “and 
now you just sit here easy 
while I run down to the corner 
and get you some nice paper 
dolls; they’re more interest- 
ing. 

“Sit down, John,” laughed 
Al, “I’m as sane as Harry 
Lauder. I just happened to \ 
hear of this demonstration of a 
great fact, and I had to try it.” 
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“And what is the great fact?” I 
countered. “A recipe for pea and wal- 
nut salad ?” 

“Quit clowning and listen,” he says, 
testy like. “A healthy young walnut 
is twenty times as big and fifty times 
as heavy as a pea, and, according to 
Isaac Newton he should stay on the 
bottom. But he don’t—the deeper you 
bury him and the harder you shake, 
the quicker he comes up into the day- 
light and sits on top of the world 
where he belongs. Now, does that 
mean anything to you as an electrical 
contractor during this depression ?” 

Well, I wasn’t dropped on my head 
at a tender age, and like a flash of 
lightning, it meant plenty to me. Here 
is the electrical contracting industry, 
battered and storm-tossed for two and 
a half years, with building down to a 
whisper, and prospective volume being 
lopped off in million dollar chunks. 
These conditions not only wiped out 
profit, but drove contractors out of 
business by the thousands. 

What happened among the surviv- 
ors? Why, the big fellows simply 
shook through to the top. And when I 
say big, I do not mean size particularly, 
for thousands of small fellows have 
found themselves and climbed to a 
solid position. I mean big in the sense 
that they think big thoughts about 
economy, efficiency and service, and 
that, under the heavy fire of adversity, 
they learned to sell. 

That’s the answer, fellows—SELL- 
ING, and if there is one outstanding 
benefit from the heart-breaking welter 
we are passing through, it is that so 
many of the boys have left the trenches 
and carried the battle to the customer 
with suggestions and sales campaigns 
for bigger, better and, in the long 
run, more economical installations. 

Are you shaking up or rattling down? 








1. Football—High School and Small Col- 
leges—This sport is rapidly becoming a night 
pastime. Thousands of fields remain to be 
lighted. Problem two-fold—lighting field in 
order that play be satisfactorily executed, and 
lighting stands so that the colorful apparel 
worn by the spectators may be visible to all. 
Four to eight footcandles satisfactory. 


2. Football— Medium Size College Sta- 
diums—Many medium sized colleges are 
playing a night schedule this year. Others 
would if they were equipped to do so. Visit 
the colleges in your territory and sell them 
a lighting installation. Night games draw 


the crowd and boost the receipts. Eight to 
twelve footcandles satisfactory. 
3. Hockey — A popular winter sport. 


Played both indoors and out. 
lem simple. Four to eight footcandles nec- 
essary. For the outside rink, two rows of 
units suspended from messenger cable gives 
uniform lighting. Units should be mounted 
approximately 30 ft. high. 


Lighting prob- 


4. Toboggan Slides—A universal sport in 
those sections of the country where heavy 
snowfall and cold weather prevail. Winter 
resorts, country clubs, etc., logical prospects. 
A low level of illumination (0.5-2.0 foot- 
candles) at the head of the slide, on the course and over 
the outrun. Particular care should be exercised to keep 
all glare out of the riders’ eyes, since close control over 
the toboggan must be maintained at all times. 


5. Skating—Municipal parks, clubs, and large es- 
tate owners are prospects. For the small pond a single 
1000-watt lamp in floodlighting projector having dif- 
fusing glass door will be satisfactory. Mount on pole 
approximately 30 ft. high. Two or more projectors 
required for larger ponds. 


6. Trap Shooting — The ardent sportsman of the 
woods practices on the pigeons before the hunting season 
opens. See your local gun club early in October. Eight 
1000-watt medium angle projectors behind handicap 
stands will be satisfactory. 


7. Handball Courts—Hundreds of business men 
visit the handball courts during the winter months. Look 
up your Y.M.C.A. and business men’s clubs which are 
equipped with gymnasiums. Your opportunity is in 
lighting new courts, relighting old ones, and installing 
ultraviolet lighting. High intensity needed (10-20 foot- 
candles). May be provided from behind the players, 
since they continually face in one direction. 


8. Badminton—Popular sport in some sections of 
the country. Played both indoors and out. High in- 
tensity needed. Units should be mounted high to avoid 
glare in eyes of players, as they follow flight of bird. 


9. Gymnasium—Most of these are poorly lighted. 
The field is a large one for relighting jobs. Clubs, 
Y.M.C.A.’s, schools and colleges are logical prospects. 
Ten to twelve footcandles recommended. 
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10. Skiing—Where this sport prevails a lighting op- 


portunity exists. 
to toboggan slides. 


Lighting problem somewhat similar 
Avoid glare in eyes of jumpers. 


11. Billiard and Pool Parlors—Tables generally well 
lighted. Why not suggest better interior lighting and 
an installation of ultraviolet lighting? 


12. Bowling—Here again ultraviolet lighting may be 
suggested. “Sunshine While You Bowl” would be a 
progressive slogan for the bowling alley operator. Units 
could be located over benches. 


13. Christmas Lighting — Commercial — Decorate 
your own store front and lead the way. Electrical con- 
tractors can cooperate to advantage with central sta- 
tions and electrical leagues. Don’t wait until Dec. 1 to 
see your leading merchants. Sell one and others will 
follow the leader. 


14. Home—The average home owner would like to 
decorate with light if he had some ideas. [Illustrate a 
number of schemes of decorations—simple and elab- 
orate types for the whole house, for door, windows and 
gables. Sell installation service along with equipment. 


15. Community—Approach your Chamber of Com- 
merce with the idea of making this holiday season a 
lighting festival. Street lighting standards may be at- 
tractively decorated. Festooning is appropriate and 
colorful. Suggest floodlighting of special monuments 
and locations. Be sure to start your program early. 


16. Protective—Home owners and factories can be 
sold protective lighting. Locate units in such a manner 
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that the light is projected away from and not toward 
the home or factory building. 


17. Industrial—Every industrial entrance and exit 
should have a light. Stress safety feature. Interiors 
are also possibilities. Your sales argument is “Lighting 
for Better Vision.” 


18. Modern Store Fronts—A real opportunity for 
the electrical contractor. The Cleveland store of the 
Jarman Shoe Company, makers of Friendly Five Shoes, 
is proof that this type of lighting can be sold. Hun- 
dreds of stores in your locality are prospects. Mod- 
ernization may be effectively and inexpensively executed. 


19. Show Window—An opportunity exists in this 
field for the sale of floodlights for night illumination of 
show windows. Time switches will aid in making the 
sale. Most merchants would like to keep their windows 
illuminated after dark but they do not want the window 


parks commissioner and tell him the story of ultra- 
violet. 


26. Hospitals—Hospitals are logical prospects for 
ultraviolet installations. Hospital installations have 
been made and rachitic children treated and cured. In- 
stallation cost and operating cost within the budget of 
all hospitals. 


27. Homes — Playrooms, nurseries, and bathrooms 
are home locations where ultraviolet will be most ap- 
plicable. A small dosage is sufficient for health main- 
tenance. This may be obtained while shaving—the unit 
serving to supply both light for health maintenance and 
for vision. 


28. Office Buildings—In office buildings, quite aside 
from the individual executive offices, there are two 
places where the question of sunlamp installations is 
now more than likely to arise. 





lighted throughout the entire night. 


20. Homes—Recreation Rooms—Many homes have 
recreation rooms for the children. Sometimes they are 
in the attic; sometimes in the cellar; often they are 
unlighted or unsatisfactorily lighted. You have an op- 
portunity to light these, provided the charges are not 
high. Survey your community. 


21. Appliance and Floor Lamp Outlets—Hundreds 
of old houses and apartments logical prospects. New 
wiring methods make this possible where place is rented 
and tenant refuses to spend money for permanent im- 
provements. 


22. Ultraviolet — Poultry — Ultraviolet has proven 
its worth to the chicken owner. It cures rickets, in- 
creases egg hatchability, strengthens shells, increases 
egg size, and makes chicks healthier and heavier. Look 
up the poultry undertakings in your territory. Either 
the S-1, S-2 or CX lamps will prove satisfactory. 


23. Swimming Pools—Ultraviolet increases attend- 
ance at indoor pools. This fact is your biggest sales 
argument. Either S-1 or S-2 lamps, located at advan- 
tageous positions, will prove satisfactory. 


24. Restaurants—“Sunshine While You Eat.” A 
half hour exposure under a 30 footcandle intensity will 
give the patron a sufficient dosage of ultraviolet. Can- 
vass your restauranteurs. 


25. Zoos— Quite a few*have installed ultraviolet 
lighting as an aid in the health maintenance of wild 
animals, The Toledo Zoo, the National Zoologicai Gar- 
dens, and The Forest Park Zoo of St. Louis, Mo., are 
all using ultraviolet and finding it beneficial. See your 
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29. Barber Shops—The suggested installation is an 
individual lamp over each chair controlled by an in- 
dividual switch together with an ordinary lamp fixture. 


30. Beauty Parlors—If booth positions are low and 
the booths suitably arranged, it is sometimes feasible to 
run a line of S-1 sunlamps down the aisle between the 
booths at spacings that correspond to the booth widths 
so as to get sufficient ultraviolet radiation, as well as 
exceptionally good illumination at the working points 
in each booth. 


31. Hotels and Apartments—The bathroom is the 
logical place. Ceiling or bracket type S-2 over tub or 
wash stand satisfactory. Dual purpose back of hotel 
or apartment installation. First, it provides guests or 
tenants with ultra-modern equipment that brings him 
the invigorating, tonic effects of mid-summer sunshine. 
Second, it secures for the hotel or apartment a consid- 
erable amount of publicity. A Cleveland apartment 
house installation reduced the number of vacancies and 
thereby proved economical as a “renter.” 


32. Schools—A few ultraviolet installations made. 
Field mammoth in scope. Benefits of ultraviolet known 
and appreciated. Approach your school board. Cornell 
tests show that the number of absences due to colds 
was reduced when students were treated with ultra- 
violet. 


33. Sunday Schools — What applies to the public 
school applies to the Sunday School. 


34. Fish Hatcheries—The Wm. Trucker Fish 
Hatcheries in Ohio, largest raisers of tropical fish, have 
been using ultraviolet successfully to reduced mortality 
of fish. See your state and private hatcheries. 
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A plan to help contractors sell more wiring and better 
lighting to occupied homes has been developed by the 
Electrical League of Cleveland and is now in opera- 
tion. This plan consists of the following five steps: 

1. The individual contractor compiles a list of pros- 
pects in his own territory. If the contractor has no 
mailing list to use as a nucleus, he prepares a list of 
home owners with the aid of a criss-cross directory and 
the city directory. 

2. The contractor sends to each of these prospects a 
government postcard, announcing that a representative 
will call on a given date and, free of charge, will replace 
an obsolete convenience outlet with a modern duplex 
outlet, complete with non-tarnishing bakelite cover. 

3. At the announced time, the contractor’s representa- 
tive calls and modernizes any outlet the householder may 
indicate. At the same time he gives to the householder 
a copy of “Twenty Ways to Modernize Your Home 
Electrically,” an illustrated booklet especially prepared 
by the league for use in the campaign. 

4. When installing the outlet, the representative has 
an opportunity to examine the distribution center and to 
get a general idea of the lighting and wiring of the home 
as well as its complement of appliances. He cites the 


A FREE BASE PLUG FOR YOU! 


To introduce a modern electrical convenience in the homes built more 
than ten years ago, we are giving away and installing without charge, one 
Duplex Outlet, complete with non-tarnishing Bakelite coVer, to replace one of 
your old S/NGLE base plugs. ° 

You will be interested in the safety feature as well as the convenience of 
being able to connect two portable lamps to the same plug. 

Decide now which one of the old base plugs you would like to have 
changed. 

Our representative will call... iil 
tion of the new duplex or double base plug. 

We are permitted to give away only a limited number of these devices 
which usually sell for one dollar each 

The free offer applies only to property owners. 


JAMISON’'S 





to make the installa- 


1849 Coventry Road FA 1313 


Postcards announcing free outlet precede salesman's calls. 


weak points to the prospect and attempts diplomatically 
to secure an order, 

5. Record is kept of the findings in the homes visited 
and those which do not place orders immediately for 
more wiring, better lighting or appliances are followed 
as future prospects. 

The contractors following the plan have found that 
the free convenience outlet is an excellent “door opener” 
and that it secures access to homes which would be 
closed to the ordinary salesman. They have found, too, 
that the informal solicitation which follows a cursory 
inspection of the house is frequently productive of im- 
mediate sales. And, quite apart from immediate orders, 
they have found that the calls have great advertising 
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value, that they put the contractor on the map and often 
are productive of unexpected business long after the call 
has been completed. 

Typical of experiences in the campaign is that of the 
City Electric Company, headed by L. F. Rohlfing, which 
started by circularizing 200 preferred domestic pros- 
pects—all, of course, property owners. 

Of these 200 prospects the company’s representative 
made actual contact with 120, giving to each a copy of 
the special booklet. In 80 homes free outlets were 
installed. 

Actual orders were secured from 10 per cent of the 
people contacted and all of these were orders which 
would not have been secured in the normal course of 
business. Volume of individual orders, which included 
lamps, wiring, lighting and appliances, ranged from 
$3 to $50. 

The City Electric Company added an idea of its own 
to the standard league campaign by affixing the com- 
pany’s business card to the meter board in every house 
where a free outlet was installed. These already have 
proved their advertising value by producing unantici- 
pated orders. 

The solicitor is a journeyman wireman and he devotes 
to solicitation time during which he otherwise would be 
unemployed. When he sells an installation, he receives 
his regular rate for making the installation in addition 
to a commission. He receives also a commission on any 
appliance he is able to sell. 

A card record is kept of all the homes visited, listing 
the things in which the prospect is interested. These 
cards are checked frequently in order to call on the 
prospects when it is thought that the time is ripe for 
a sale. 

One of the most valuable assets to the contractors in 
the campaign is the book “Twenty Ways to Modernize 
Your Home Electrically.” This book contains pointed 
sales talks on illuminated house numbers, additional 
convenience outlets, ventilating fans, mixers, sunlamps 
and other electrical accessories. The influence of the 
book remains active long after the contractor’s repre- 
sentative has gone on his way. 
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By H. L. LAWSON 


Faced with this problem of holding their organization 
together during the lean years, the Netting Lighting & 
Tile Company, electrical contractors, fixture and appli- 
ance dealers in Detroit, have worked out a plan for 
retaining their loyal employes that has proved so suc- 
cessful that it has enabled them to more than double 
their force and has pulled the service department out 
of the red, at the same time building up sales for the 
appliance department. 

Briefly, the plan, which was developed by R. W. 
Vershure, manager of the service department and placed 
in operation April 1, consists of the development of a 
uniformed, door-to-door electrical inspection, repair and 
replacement service combined with a logical, passive 
appliance selling program. 

These combination service and salesmen dress in 
khaki trousers and khaki shirts with “Netting Electrical 
Service” embroidered on them, with a white herring- 
bone knee-length coat of the type used by automobile 
service men over all, carrying the name in blue and red 
embroidery. Each man carries a sample case containing 
a varied assortment of appliancts and parts, together 
with a kit of tools and a supply of literature inclosed 
in envelopes. 

The city has been divided into districts and each man 


a ee 


A aime 
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is restricted to his own territory, which he is expected to 
cover completely once each month—homes, stores, shops, 
offices, etc. Approaching a home, for example, for the 
first time, he rings the doorbell and when the house- 
wife comes to the door he greets her in this fashion: 


“TIT am the Netting Electrical Service representative in this 
district. I don’t want to bother you today but I just want 
you to know that Netting’s now offer a complete electrical 
inspection and repair service, covering all types of electrical] 
appliances and equipment, at very reasonable rates. May I 
offer a free inspection of your electrical equipment, abso- 
lutely without obligation? 


If she should decline, the representaitve simply hands 
her the envelope with a statement something like this: 


“In this envelope you will find our price list of electrical 
work, together with information about our complete service 
and some folders telling about the latest developments in 
household electrical appliances. I am working in this dis- 
trict every day and I’ll be glad to take care of any electrical 
work, large or small, that you may care to intrust to me. 
You can always reach me on short notice and get rapid and 
efficient service.’ 


Should the housewife agree to the free inspection, the 
representative leaves his sample case on the porch and 
makes a rapid but thorough inspection of fixtures, 
lamps, cords, outlets and appliances, requiring in most 
instances from fifteen to twenty minutes. 

He makes out two reports, one an inspection report 
showing all defects, which he hands to the woman, 
together with suggestions for correcting the defects, and 
quotes prices on the work. The other is a field report 
showing name, address, phone number, whether new 
lighting fixtures are needed, repair service needed, with 
spaces for checking whether the home contains a radio, 
washer, sun lamp, sewing machine, iron and refriger- 
ator, the number of lights, the date and the card number, 
together with the fieldman’s name. 

This card is turned in to the office, where it goes to 
the managers of the various departments interested. If 
the home is found to have no radio, the radio department 
immediately dispatches a form letter supplied by the 
manufacturer, together with literature on the makes 
handled by Nettings. 
The card then passes 
to the manager of the 
fixture department, if 
new fixtures are need- 
ed, etc. 


A portion of the 
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There is scarcely a home in the city that does not 
turn up some defect in these inspections, if it be only a 
frayed lamp cord or a single receptacle where a double 
one could be used to advantage. Usually the fieldman 
finds that some sockets in the house contain no bulbs. 
Another opportunity for a sale. Since he is on the 
ground, the fieldman can do small jobs at a very reason- 
able cost where the householder would hesitate to call 
an electrician who would be obliged to charge a mini- 
mum of perhaps $2 for the call. 

Most of the service work is done on a flat rate basis, 
with the prices plainly stated in the card price list. The 
list is conveniently arranged according to the rooms in 
the house. There is no “call” charge, but simply the 
cost of the material plus a small service fee. 

If the presentation of the trouble report to the house- 
holder results in a service order at the time, the repre- 
sentative gets his sample case from the porch, opens it 
out so that all merchandise and parts are in plain sight, 
takes out his tools and gets busy. While he works the 
housewife is naturally attracted to the display. When 
she indicates interest in any particular item the service 
man takes the time to explain its operation and features 
to her. Each item in the case is clearly priced. In brack- 
ets at one side is a complete catalog of appliances and 
equipment made up of sheets supplied by the manufac- 
turers. On the other is a celluloid sheet under which 
pictures of the larger appliances such as washers, iron- 
ers and radios are shown in colors with prices. 

Thus the housewife in a measure sells herself one or 
more of the appliances without any high pressure selling 
on the part of the fieldman. The service, profitable in 
itself, is an opening wedge for the sale of the appliances. 
No service plan can be wholly successful without a sales 
plan in conjunction with it, Mr. Vershure believes. As 
he works, the representative tells of some of the newer 
equipment such as automatic toasters, waffle irons con- 
trolled thermostatically, kitchen ventilating fans, refrig- 
erators, clocks, etc., and offers a free demonstration in 
the home. 

Where the offer to a home demonstration is accepted, 
he promises to return the following day with the equip- 
ment. Demonstrators are kept at the warehouse and are 
checked out to the fieldmen much as tools are checked 
out to a tool crib. Prices and time payments on major 
appliances are discussed when the demonstration is 
made. 

The men are taught the elements of good lighting and 
are instructed to suggest improvements in lighting, fix- 
tures and arrangement of lights. They are listened to 
with close attention since their efficiency in service work 
and their high calibre as electrical experts is recognized. 

None of them are salesmen in the generally accepted 
sense of the word. All are licensed electricians with 
from five to twenty years of experience. One was super- 
intendent of a large contracting firm for some years, 
several have been in business for themselves. All are 
bonded to protect both the company and the public. 

Frequently calls are received from satisfied customers 
who ask for their district representative by name, indi- 
cating that the repeated contact is creating confidence. 
One householder has called in six times in three months 
to have work attended to; many have called from two 
to four times in the four months the service has been 
in operation. In a number of instances satisfied cus- 
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A card with all service work priced and in- 
dexed by rooms is left with each prospect. The 
card is printed on both sides. 


tomers have suggested calling on their friends, supply- 
ing names and addresses, which gives the man an addi- 
tional entree. 

Repairs are guaranteed for one year. By no means the 
least important feature of the service is that calls are 
answered promptly 24 hours per day, seven days each 
week. Night calls are relayed to the service men nearest 
the scene of the trouble. 

In order to insure prompt attention to calls, each man 
calls the office frequently during the day as he makes 
his rounds so that in most instances a call is answered 
within the hour. 

The contents of the envelopes are changed frequently 
so that each time the representatives make their calls a 
new selection of literature is left with the customer or 
prospect. Approximately 5,000 pieces of advertising 
matter are distributed each week in this manner. 

Starting in April with three men, by the end of the 
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Each prospect 
is given a I0!/, 
by 7!/,-in. enve- 
lope containing 
advertising litera- 
ture and a price 
card. 





month eight were at work and within the succeeding 
weeks the staff was built up to twenty men, with the 
objective of fifty for a complete city coverage. It is 
interesting to note that during the first thirty days of 
operation, with from three to eight men on the job, 238 
service jobs were secured under this plan, ranging from 
repairing switches to garage wiring and complete refix- 
turing. Sales of new equipment during the period 
included 63 fixtures and 16 appliances. 

A check of 509 stops showed that 37 were vacant 
and 462 occupied. Of the 462 possible interviews, 328 
were obtained, the service explained, envelopes and price 
lists left and in a large proportion of them free inspec- 
tions given. Compare the securing of 71 per cent of the 
possible interviews with the record of any house-to- 
house canvassing plan. As a rule, house-to-house agents 
are fortunate to get interviews in 20 per cent of the 
occupied dwellings; many consider 10 per cent a fair 
average. 

The men work on a straight commission basis with 
no drawing accounts. A generous commission is allowed 
on the sale of fixtures and appliances. 

The more intricate radio work, motor and heater 


The Netting 
sample case show- 
ing several fix- 
tures, toaster, 
clock, lighted 
house number, 
bed lamp, door 
bell and post box 
combination, wire 
and equipment 
sample, etc. The 
lower fiange folds 
up to make the 
side; the upper 
folds down to 
make the top. 
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overhauling, beauty parlor and physicians’ equipment 
work is handled by specialists on the staff of the com- 
pany. Specialists likewise handle electrical maintenance 
work for trust company controlled property, office 
buildings, apartment management companies, etc. 

Another means of developing additional business that 
is now being organized is the securing of reports of 
residential and business removals from the police de- 
partment, with whom movers are obliged by law to 
register them. These leads are passed on to the terri- 
torial representatives, who call and offer their services 
for hooking up equipment and making any electrical 
extensions or changes that may be required. 


testers 


help build 


repair business 











F. L. Robinson, proprietor of the H. & S. Electric, 
LaGrande, Ore., has a fruitful mind when it comes to 
devising ways and means to sell his service and adopting 
ideas that will produce business and more firmly cement 
his relationship with his customers. 

One of his novel ideas is a home-made tester for 
lamps and appliances which enables him to test them 
in front of the customer and show the latter what is 
wrong, whether ground, short or open circuit. Fuses 
can also be tested with it. Indications are made by a 
red light. He finds that the customer is really interested 
in. having the test made before his eyes rather than in 
the mysterious back shop, and that a considerable 
amount of good-will is the outcome of this “see for 
yourself” idea. 

Similarly, in the radio department, he has gone to the 
expense of buying an “Acremeter” for testing radio 
tubes, and also 32-volt farm lighting lamps. This is a 
far more elaborate and expensive equipment than the 
average contractor-dealer feels will pay. But Robinson 
is of the opinion that its very impressiveness and its 
accuracy in making all sorts of tests on tubes have the 
effect of making his place headquarters for tube buyers. 
He is constantly urging them to bring not one but all 
their tubes in for periodic testing. 

When the customer buys new tubes they are delivered 
to him in a cardboard carton, with the H. & S. name, 
address and telephone number on it. In a large per- 
centage of cases this carton is kept by the customer—a 
constant reminder of where to secure tubes. 

Recently he has taken on the agency for Delco farm 
lighting plants, and will be the headquarters in his ter- 
ritory for all spare parts and supplies in connection 
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F. L. Robinson 
demonstrating his 
appliance and 
lamp tester. 


therewith. As this is 
primarily a country 
of large ranches, and 
where power lines 
have not come in 
sufficiently to kill the 
farm plant business 
he expects to realize 
considerable profit 





from this line as well 
as be put in a posi- 


tion to secure some future wiring jobs along with the 


sale of new sets. 
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For a short time prior to October 1 
thirty-eight Hartford, Conn., electri- 
cal contractors offered to install addi- 
tional convenience outlets in the first 
floor only at what was advertised as 
“approximately one-half the usual 
prices for such work.” The campaign 
bore the endorsement of The Hart- 
ford Electric Light Co. 
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OF GAS? 


Not so common: 


A common question: 
HOW MANY MILES DO YOU GET ON A GALLON 


Crescent Engineering Company, industrial electrical 
contractors, Chicago, have been getting some inquiries 
from blotters suggesting a way to reduce power bills 
that they have been sending to all of their industrial 
prospects. The copy was as follows: 


HOW MUCH POWER OR LIGHT DO YOU GET 
FROM EACH KILOWATT YOU PAY FOR? 
LET US HELP YOU SOLVE YOUR ELECTRICAL 


PROBLEMS. 











EXTRAORDINARY OFFER 
ON 
ELECTRICAL OUTFITS 


SHORT TIME ONLY 


Thousands of homes in Hartford and vicinity need more electrical outlets to give more 
comfort and convenience. Long cords running along the wall or hanging from chandeliers 
are unsightly and a hazard. At the same time electrical contractors want work to keep men 
busy and relieve unemployment. The following contractors are therefore making a special 
cash offer for the installation of electrical outlets on the first floor of wired homes (special 
prices on second and third floors upon application) to be in effect until October Ist, 1932. 
These prices are approximately qne-half the usual prices for such work and offer a great 
opportunity for people,everywhere to make much needed improvements. 


1 duplex outlet 
2 duplex outlets 


[ee] $350 
[ee] [ee] $575 








3 duplex outlets [ee] [ee] [ee] $950 


All over 3 atonly. - - 


above prices i ho: the first floor on the lines of 
FA : ctr iris pany. - Special prices for second ands 


it Company. 
“third floors given upon application. 


This offer is made by the following licensed Master Electricians who are prepared to 


give immediate servite and quality work. Call onc of them to-day. 





“—_ . $50 each 
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Endorsed by THE HARTFORD ELECTRIC LIGHT CO. 























ammneennaesitnd 


Electrical Contracting, October, 1932 








Numerous editorials in Electrical Contracting have pointed out the 
menace of bootleg wiring, caused largely by the unemployment situation, 
and have called upon the inspector for more protection to the licensed 
contractor. The inspectors are sympathetic and want to prevent bootleg 
wiring but they feel that the better class of contractor also has a responsi- 
bility. This point of view, as expressed by Mr. Squires, we feel is well 


taken.—Editor. 


by 
F. N. M. SQUIRES 
ASSISTANT CHIEF 
INSPECTOR 
ELECTRICAL DEPART- 
MENT NEW YORK 
BOARD OF FIRE UN- 
DERWRITERS 


how 
to meet 
bootleg 
competition 


complaining that they cannot meet the competition 

of the “bootleg” electrician who does a frightful 
piece of work and naturally does not ask for, nor does 
he want, any inspection of his work. The public is, of 
course, ready at all times to take advantage of low prices 
and unless they are educated to the dangers and hazards 
to which they may be subjected by such work, they will 
naturally take advantage of the lowest cost. 

There is no one single thing that can be done which 
in itself will cure the evil. A carefully planned scheme 
with closely correlated action must be worked out. 

First, the contractors themselves must get sufficient 
backbone to meet the situation with a “stiff upper lip” 
and a determination to say “No” when asked to take a 
job at too low a price. Neither should they estimate so 
abnormally high that they will drive their customers 
to the “bootleggers” for self protection. The contract 
price should, of course, cover the cost of approved mate- 
rials, reliable labor, overhead and a fair profit; but the 
contractor cannot stop here. 

There must also be adopted a policy of education of 
the public. In this, there should be the close coopera- 
tion of the whole electrical industry, for all branches of 
it are vitally interested in making the public realize what 
is best for all concerned. 

The public must be made to realize that there are many 
inspection departments maintained for their safety to 
the support of which they are contributing either directly 
through inspection fees or indirectly through taxes or 
insurance charges. The public must be made to thor- 
oughly realize that these inspection departments are 
maintained for their protection. One proof of the neces- 
sity of such departments is the fact that many of them 
are maintained by insurance companies. Would insur- 
ance companies have established them if they were not 
essential ? 

The public should be educated, therefore, to insist that 
all electrical installations be inspected and certificates 
of approval be obtained. 


| compiann electrical contractors everywhere are 
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The public must also be educated to the fact 
that there is a vast quantity of inferior mer- 
chandise on the market, the use of which is 
unsafe; the use of which may jeopardize their 
insurance contracts, but the use of which is 
practiced by the “bootleg” electrician. Why 
would elaborate laboratories be maintained for 
the testing of electrical materials if it were not essential 
that they be made safe for use? 

The public must further be educated to the fact that 
it is often very expensive to have a poor job installed 
by the “bootleg” electrician. A typical case occurred re- 
cently which is brought to mind: 

The owner of an apartment house was called upon to 
furnish extra outlets and lights for his tenants. He 
wanted to save money so he had the work done by a 
so-called electrician. The electrician shopped around and 
bought a quantity of sub-standard flexible cord and a lot 
of cheap convenience receptacles and sockets. The flex- 
ible cords were strung all over the apartments, and the 
job was a typical “flexible cord” job. We all know what 
they are, and, of course, this one was installed without 
the knowledge of the inspection department. Had a fire 
occurred from this work, the insurance company cover- 
ing this building could have disclaimed liability. For- 
tunately this did not happen ; but eventually the inspector 
ran into the work and promptly put a violation against 
it. The owner paid no attention to the violation notice 
and then woke up one day to the fact that a penalty had 
been imposed upon his insurance and that he had to 
pay an increased premium. As his insurance coverage 
was heavy, this cost him about $350 extra, for which 
he could have had the work installed originally in an 
approved manner instead of the $40 which he paid to 
the “bootleg” wireman. 

In addition to requiring the extra premium, the in- 
surance company threatened to refuse to renew the 
policy at its next expiration date or even sooner, unless 
the defective condition was removed. The outcome of 
the matter was that he finally had to call in a licensed 
electrical contractor to take out the flexible cord and 
install an approved job. The bill for all of this came 
to about $450, besides the extra expense of having to 
redecorate where the flexible cords had been secured 
and removed. 

Probably almost all inspection bureaus could cite sim- 
ilar instances and probably many where the amounts run 
into real considerable figures. Of course, the owner re- 
ferred to above has now received his education, although 
it was an expensive one for him. 

Our inspectors are continually finding people who are 
ready to acquire their education more easily and who are 
grateful for any information furnished them. It is impos- 
sible for the inspectors alone or for any one branch of 
the industry alone to bring about their education. All 
branches must help and as the electrical contractors are 
generally the first ones to come into contact with a 
person desiring an electrical installation, they must do 
the big share of this most important work. The con- 
tractors can save the customers the most expense and 
protect them from the most dangers because the inspec- 
tors have nothing to look at until the work is installed. 

The legitimate contractors must, therefore, sell his job 
to the customer before the customer gives it to the “boot- 
legger” with all the resulting attending evils. 
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old factory buildings 
offer rewiring 


opportunities 








These photographs taken in three BY 
different industrial establishments HAROLD 
P. STRAND 


are typical of conditions to be 





found in factory buildings that 








were wired many years ago. They 





point the way to industrial rewir- 





ing and modernization opportun- 





ities. 





I—In a spice mill. Everything covered 
with a layer of spice dust. All wiring 
and electrical devices should be enclosed. 


a—A 30 h.p. motor connected to a 
compensator on a line voltage of 550 
volts. Note open 550-volt switch and 
wiring around compensator. Motor 
leads are not run in any form of protect- 
ing conduit, string and tape used to tie 
them to wooden cross piece. When sell- 
ing rewiring a new type compensator 
should be sold. 





b—This starting compensétor violates 
the Code by not being in sight of the 
motor, which happens to be in another 
room. The open 550-volt fuses should be 
enclosed. 


c—Exposed lighting cutout blocks on 
the wall covered with dust. A fine chance 
for a fire were a fuse to blow. One snap 
switch has its cover and knob missing 
while the other is broken loose from the 
wall. 


d—the E fitting is hanging on the ar- 
mored cable by reason of its screws hav- 
ing been ied out, the whole being cov- 
ered with inflammable dust. Why. not a 
reflector with a wall switch? 
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2—In a wicker basket 
factory of wooden con- 
struction. 


e—On this 550-volt 
meterboard the main 
switch and cutouts should 
be replaced with a mod- 
ern safety switch. The 
meter-board connections 
could then be orderly ar- 
ranged with conduit nip- 
ples. 


f—A fuse cabinet with 
@ messy arrangement of 
wires within. The two 
loops in the center are so 
high and, being of heavy 
copper, it is impossible to 
close the cover tightly. 


g—!n a room used for 
spraying paint was found 
this motor connection to a compressor unit. At 550-volts the wires 
from the too long conduit were twisted around this way and probably 
walked on and otherwise subjected to mechanical abrasion. A ter- 
minal box could be fitted to the motor and the conduit properly 
secured thereto. 


3—In a laundry building housing in addition, a book bindery, 
machine shop, specialty manufacturer and others. 


h—Meter-board for lighting and iron circuit meters to which cir- 
cuits have been added from time to time until now the mains are 
much too small. They are 3 No. 8 wires good for 35 amp. on each 
side of the neutral which were fused with 60 amp. fuses in the main 
block in the cabinet at the left. top. The meter cabinets themselves 
should now be changed to a larger size and to facilitate the locating 
pa mg fuses the circuits should be grouped into but two gutter type 
cabinets. 


i—An open wiring service entrance wiring in decidedly poor shape. 
The owner should be sold the idea of a modern entrance switch and 
some new wiring. Meters are located in another part of the building 
with open wiring from this board all the way. The ground wire seen 
in the picture was 
found never proper- 
ly soldered in its 
lug. Note the open 
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cutouts unprotected 
on the ceiling at the 
right-hand corner 
of this view: This is 
all a quite old wir- 
ing job as can be 
imagined and in just 
such places a field 
for modernization 
exist the most. 
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BY 
L. R. HARNESS 
INDUSTRIAL 
DEPARTMENT 
WESTINGHOUSE 
ELECTRIC AND 
MANUFACTURING 
COMPANY 


sales 





opportunities 


with 





photo-electric 


tubes 





All of the feats mentioned below cannot be accomplished by a phototube alone. The phototube operates in 
conjunction with other tubes for amplifying its output and with a small power supply. Thus the phototube affords 
not only a sales opportunity for itself alone, but for its attendant equipment. 


1. Door Control. Phototubes in conjunction with 
motor operated mechanism can be used to automatically 
open mine doors, garage doors, kitchen doors, and simi- 
lar places where opening by hand results in loss of time 
and slows production. 

2. Safety Device. Protection of hands of operator of 
punch press or similar machines can be accomplished 
automatically by use of a light beam and phototube. 
Operator’s hands intercept beam when in dangerous 
position. All companies are interested in improving their 
safety devices. 

3. Counting. Many manufacturers have counting 
problems where mechanical counters cannot be used on 
account of small size and weight of products. These 
problems can be solved easily and cheaply with photo- 
tubes. 

4. Burglar Protection. Banks and private homes 
are becoming more and more interested in foolproof 
burglar protective devices. An invisible light beam 
projected across a room upon a phototube defies detec- 
tion; and the marauder will unwittingly give an alarm 
by merely approaching a safe or doorway. Equipment 
easily pays for itself here through increased security. 

5. Paper Break Indicator. Paper manufacturers 
have found that by arranging a phototube so that a light 
shines on it when paper in the process of manufacture 
is broken, a tremendous amount of lost material and 
equipment is saved. The light beam leaves no mark 
on the paper as would a mechanical indicator. 

6. Flashover Protection. Power companies and in- 
dustrial plants find that a phototube will save costly 
repair bills and shut-downs by giving an instantaneous 
alarm in case of a flashover on a rotary converter or a 


generator. 
7. Sorting. Sorting by color or size otherwise im- 
16 


possible even by the human eye, can be readily accom- 
plished by the phototube. Manufacturers are glad to 
avail themselves of equipment which will improve the 
quality and uniformity of their product. 

8. Detection of Defects. Imperfections, such as 
spots in cloth or paper, holes in sheet metal and rust 
spots on polished surfaces can be readily detected by 
phototubes. Much visual examination can be eliminated. 

9. Elevator Door Control. Phototubes can be ap- 
plied to prevent elevator doors closing while a person is 
intercepting a light beam projected across the doorway 
upon a phototube. This equipment often prevents seri- 
ous accidents. 

10. Conveyor Control. Control of the destination of 
objects on a conveyor can easily be accomplished by the 
use of coded flags intercepting a beam of light on a 
phototube. Such an arrangement may save a tremen- 
dous amount of manual control. 

11. Paper Cutting. Printed spots on paper or cloth 
can be used to obtain accurate cutting by having spots 
intercept light beam shining on a phototube. This ap- 
paratus relieves the tiresome duty of manual control 
otherwise needed. 

12. Traffic Control. Control of traffic so that un- 
necessary delays are prevented can be automatically 
accomplished by the use of the phototube. 

13. Combustion Indicator. By measuring the amount 
of smoke, a phototube can be used to indicate and 
record combustion efficiency, thus enabling plants to 
accomplish a real saving by giving immediate alarm 
when poor combustion occurs. ~ 

14. Lighting Control. Artificial lighting can be con- 
trolled $0 that it is used only when needed by the use 
of the phototube. A real reduction in the power bill 
can be thus made; and besides, workmen are always 
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working in a satisfactory level of illumination which 
speeds up production and improves the quality of the 
product. 

15. Temperature Measurement. Some operations, 
such as tempering and heading, must be done with the 
metal at the right temperature in order to have a uniform 
product and a minimum of loss. Phototubes can be 
used to not only measure the temperature; but also to 
automatically control the machine or process. 

16. Replacement of Contacts. Often mechanical 
contacts give trouble, especially when required to 
operate rapidly. By allowing the moving arm to close 
a small aperture passing light to a phototube, high speed 
operation can be obtained without difficulty. 

17. Remote Control. A phototube can be used to 
initiate operations by using a light beam as a remote 
control medium. The light source may be a portable 
self-contained device so that no wiring is required. 

18. Elevator Levelling. Elevators can be automati- 
cally brought to the proper level by the use of the 
phototube, thus saving the usual amount of delay and 
improper levelling. 

19. Length Indicator. Lengths of materials, such as 
strip steel, can be accurately measured for cutting at 
remote points, thereby eliminating guesswork, result- 
ing in loss of material, due to improper lengths by the 
use of the phototube. 

20. Production Line Control. Phototubes can be 
used in production lines to prevent crowding or jamming 
of objects. When objects begin to crowd, they intercept 
a light beam in such a way as to cause an alarm to be 
sounded, the machine stopped so that the line will not 
become jammed. 

21. Relay Applications. General relay applications 
which are unsuitable for mechanical relays, or would 
require expensive mechanical equipment, can often be 
inexpensively solved with the phototube. 

22. Color Matching. Matching of colors of cloth, 
enamelled surfaces, or painted surfaces, tobacco, coffee 
beans, and many other products can be accomplished 
with great accuracy and ease with phototubes. The 
tube does not tire as does the eye, which consequently 
gives inconsistent results. 

23. Alkalinity Measurement. Measurement and con- 
trol of solutions in various processes also can be auto- 
matically obtained by the use of the phototube. Greater 
uniformity of product and less loss invariably result 
from the use of such equipment. 

24. Fire Protection. Phototubes can be used to pre- 
vent fires by giving an alarm, even before flames are 
present. The smoke from a slow smouldering fire is 
sufficient to intercept sufficient light to cause the sensi- 
tive tube to operate. 

25. Tension Regulator. Automatic tension regula- 
tion of wire drawing machines can be easily accom- 
plished by a small rider on the wire which moves a flag 
arranged to intercept a beam of light when it is not 
in the proper position. 

26. Opacity Measurements. Measurements of opac- 
ity can be easily made by projecting through the ma- 
terial upon a phototube. This method often makes a 
difficult problem quite simple. 

27. Mine Hoist Safety Device. Phototubes can be 
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used to prevent serious accidents by using them to pre- 
vent mine hoist doors being open when hoist is not 
present. 

28. Thickness Measurement. The thickness of trans- 
lucent materials can be measured by projecting light 
through them while the thickness of opaque materials 
can be measured by the amount of light they intercept in 
an aperture by using phototubes. 

29. Regulating Applications. Special regulation ap- 
plications, where an absolutely frictionless medium is 
required, find the light beam and phototube oftimes a 
simple solution. 

30. Lathe or Grinder Control. Phototubes can be 
used to control a lathe or grinder so that they will accur- 
ately turn out objects according to a template which 
need be no more than a stiff piece of paper cut to the 
proper shape with scissors. The template may be used 
also as a gauge. Production with this type of control 
is accomplished with unusual speed. 

31. Automatic Weighing. By having the scale beam 
intercept a thread of light at the proper position, ma- 
terials can be automatically weighed, thereby eliminat- 
ing a manual operation. 

32. Alignment Control. Paper can be automatically 
kept in alignment while being rolled by using phototubes 
to tilt the roll when the position of the paper begins to 
shift. This permits greater rolling speeds and prevents 
tearing of the paper. 

33. Bottling Control. Bottling of liquids can be 
automatically controlled by having bottles intercept one 
light beam when in position and by having liquid inter- 
cept another light beam when bottle is filled to proper 
level. 


34. Labeling Control. The correct position of labels 


getting 
to bring in 
business 


While this is not an altogether new idea, it is one 
that the majority of contractors apparently overlook. 
The wiremen are potential salesmen everytime that they 
enter the premises of a customer, and if their interest 
is sufficiently aroused, they will even go beyond that 
and begin to scout jobs on their own initiative. Further- 
more, they are in an even more strategic position than 
the proprietor to interest the prospective customer in 
having electrical work done. When I go in to do a sell- 
ing job in connection with more adequate wiring, what 
I say is taken with a grain of salt. I am someone out 
trying to get more business for myself. On the other 
hand, when a wireman, who is only supposed to be 
working for his daily wage, takes the trouble to point 
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or wrappers on packages can be easily maintained by 
the use of phototubes which correct any tendency of 
the labels to shift from the proper position. 

35. Operation of Signs. Signs can be turned on or 
off by phototubes with regulation made automatic de- 
pendent upon degree of outdoor light. 

36. Reproduction of Signals. We seldom stop to 
consider that the faithful reproduction of voice and 
music we hear in theatres is made possible by photo- 
tubes receiving light modulated by a sound track on 
the film. Signals for control purposes, can be trans- 
mitted and reproduced in a similar manner. 

37. Card Sorting. Department stores, telephone 
companies and power companies are finding that photo- 
tubes can be used to sort the returned stubs by coded 
spots printed on them with a resulting reduction of 
errors and cost. 

38. Measurement of Paper Stock Consistency. Photo- 
tubes can be used to measure the consistency of paper 
stock which cannot be easily measured in any other 
manner. 

39. Filter Bag Breakage Indicator. Breakage of 
bags used to filter and salvage ore dust escaping from 
a smelting plant can be detected by phototubes arranged 
to indicate an increased amount of dust. This applica- 
tion gives an immediate alarm so that the bag can be 
repaired before any appreciable amount of salvage is 
lost. 

40. Machine or Process Control. Costly replacement 
of mechanical or flag switches which are quickly dam- 
aged by heavy or hot objects, such as steel ingots, can 
be eliminated by using the phototube operated by a light 
beam which will not wear out and cannot be damaged. 


wiremeon 


BY S. A. ALLOWAY 
ALLOWAY ELECTRIC CO. 
BOISE, IDAHO 


out new things that ought to be done, the prospect is 
off his guard and more inclined to pay attention. 

This general principle of making wiremen salesmen 
works ih two directions (1) on repair work and addi- 
tions to present installations, where the men get in to do 
some small job and find out and sell other things that 
should be done and (2) on new work where they insist- 
ently begin to add to the original contract wherever they 
can show good reason why a more elaborate installation 
than that at first contemplated will be to the best interest 
of the customer. 

Two or three concrete examples will show best how 
this plan works out. Some time ago one of our wire- 
men was in an office and store building on a small job. 
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When that was completed he began a sort of systematic 
re-inspection of the electrical work. Soon he called in 
the manager and took him down and showed him where, 
due to overloaded conditions there were conductors that 
were actually red hot, and no protective system to take 
care of a situation that endangered his whole building. 
Then he told him what should be done in a general way 
to revamp the whole electrical installation and make it 
up to date and safe. Out of this came a $12,500 job, 
involving new switchboard, metering panels, safety 
switches, etc. 

Similarly, one of our wiremen was in the penitentiary 
buildings on another small job. The wiring was out of 
date and inadequate. The wireman-salesman began 
pointing these conditions out to those in charge and got 
interest aroused to a sufficient extent so that we were 
called in to completely rewire the buildings—another 
$12,000 to $15,000 job. 

Recently a well-to-do home owner, who had heard 
something of the things that can happen to wired homes 
in a state like this, where there is no state code or in- 
spection, asked us for an inspection of his premises. I 
did not go personally, being satisfied to leave this to 
the wireman, who eventually sold the job of completely 
rewiring the home. 

In the matter of building up the job, I can name one 
instance which will be sufficient. On a store installation 
the original contract called for a total of $700. The 
extras on this job in the way of additional outlets, extra 
show-case wiring and general improvements upon the 
original scheme amounted to another $250—this addi- 
tional business being secured by the wireman on the job. 

In having the wiremen pursue this sales work it is 
necessary to have some systematic way of doing it. In 
our case, the wireman on his own initiative scouts this 
additional work and gets the additions and betterments 
pretty well sold to the customer. Then he reports prog- 
ress to me. Together we go over the proposition and 
get these additions into tangible form and entered as 
additions on the original order. Then I generally have 
the wireman go back and complete the sale, although on 
special cases we may go together to close. 





Mr. Alloway (right) going over with one of his men 
some additional work which the latter has proposed. 
As soon as they get the work into tangible form the 
wireman goes back to close the order. 
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Simple form used by men for additional work. 


Naturally, the sticker is to get these additions ap- 
proved—get the name on the dotted line. We have 
found that the simple order form shown herewith fills 
the bill. The top half as will be seen is for the original 
contract for the job we were called in on. What the 
wireman then becomes interested in is the bottom half 
where additions to the original contract are noted and 
priced, and where he must get the owner’s signature as 
authority. 

No special compensation is paid the wiremen who do 
this selling work. We make it up to the men in other 
ways. In the first place, they are interested from the 
standpoint that it brings them more work to do, and in 
these days that is of prime importance. Secondly, our 
men are paid the best wage for their work and in the 
past, when quite a number were employed, and now with 
a curtailed force, they have always stayed with us on a 
basis that is not governed strictly by the clock. If a man 
needs to take time off occasionally on personal business 
he does so, but when his time is added up for the week, 
he always gets his full week’s pay. We try to make his 
status more that of the salaried man. So on the whole we 
find that they take just as much. interest in selling and 
building up volume, apparently, as though some bonus 
or commission plan were worked out. 
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RELATIONSHIP BETWEEN ENERGY RATES AND APPLIANCE 
AND WIRING SALES 


By J. A. FOWLER 
Memphis, Tenn. 


N interesting article in the Au- 

gust issue of the National Elec- 
tric Light Association bulletin estab- 
lishes the fundamental relationship 
between price and consumption of 
electric energy and while many of the 
conclusions reached by the author 
have long been recognized by pro- 
gressive engineers in the utility field, 
the obvious parallel that there is a 
relationship between the price of elec- 
tric energy and the sales possibility 
of wiring, appliances, etc., has not 
been appreciated. 

The history of the transition from 
the carbon to the mazda lamp fur- 
nishes a practical illustration of the 
fact that the electric customer is pro- 
gressive in his consuming habits. The 
mazda lamp broke all records as a 
rate reducing agency and was viewed 
with alarm as a forerunner of dimin- 
ishing returns for central stations. It 
was soon evident that that fear was 
groundless. The consumer welcomed 
the opportunity to enjoy more and 
better service and was willing, not 
only to maintain his outlay, but to 
materially increase it. 

The amazing acceptance of the 
electric refrigerator is pointed to 
with pride, but no manufacturer 
would have been simple enough to 
buck 40 cent ice with a rate of 10 
cents per K.W.H. prevailing. It was 
6 cent and lower electricity that 
brought success to the high priced 
electric refrigerator. 

Heroic optimism was needed to vis- 
ualize a successful range campaign 
in the face of rates available in many 
sections of the country. With any 
rate above 3 cents the electric range 
would be an expensive luxury al- 
though given away with cigar cou- 
pons. 

High powered promotion can and 
does produce sales, but high priced 
energy makes ornaments and dust 
catchers out of the most efficient ap- 
pliance. 

Many operators in central station 
circles believe that the selling price 
of current utilization merchandise 
together with stringent installation re- 
quirements create the basic barriers 
to a more universal acceptance of 
electric energy for home use. That 
these two factors provide sales re- 
sistance cannot be denied. 
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Appliance costs have been rela- 
tively high but with many of the 
newer devices, requiring promotional 
effort, this is justified. The prices 
at which dependable, long established 
merchandise must be sold are not 
only too high, but this condition has 
encouraged the flooding of the mar- 
ket with junk irons, toasters, fans, 
etc., which have had the tendency to 
destroy confidence. Recent belated 
trends in commodity prices have been 
of a more favorable nature. 


High powered promotion can and does 
produce sales but high priced energy 
makes ornaments and dust catchers of 
the most efficient appliance. 

s ° . 
No refrigerator manufacturer could be 
simple enough to buck competition of 
40-cent ice with 10-cent current. 

— se 
With any rate above 3 cents the electric 
range would be an expensive luxury, al- 
though given away with cigar coupons. 

€ a — 
Favorable rates are available to industry 
where competition of the steam and gas 
engine is the governing factor. 

7 . e 
With 90% of the homes wired, the elec- 
tric company's only competition is the 
monthly light bill. 


Safe, durable and practical installa- 
tion requirements are not subject to 
criticism. Primarily the National Elec- 
trical Code is the safety standard of 
the industry and as such has been 
almost universally accepted. Munici- 
pal and State regulations, here and 
there, have supplemented the Code 
by provisions for adequacy and dura- 
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A place for the free expres- 
sion of opinion on problems 
affecting the welfare of the 
electrical contractor, con- 
ducted in the belief that by 
bringing industry thought out 
into the open we may be pav- 
ing the way for a quicker ad- 
justment of these difficulties. 
Every reader is invited to par- 
ticipate in this Forum with dis- 
cussion on any topic that so 
far has appeared, or upon any 
topic pertaining to the busi- 
ness of electrical contracting 
that he may wish to throw into 
these pages for discussion. The 
editors, while assuming no re- 
sponsibility for any opinion 
here expressed, reserve the 
right to reject all or any part 
of any discussion that is an 
attack upon any individual, 
person or company, or which 
is not germain to this section. 
























































bility which are fundamentals outside 
the jurisdiction of the National Fire 
Protection Association. 

Certain cities have established re- 
strictions involving needless manu- 
facturing and installation costs which 
should be eradicated for the welfare 
of the public and in the interest of 
uniformity. Tendencies of this na- 
ture should be discouraged and the 
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AVERAGE CONSUMPTION PER CUSTOMER— THOUSANDS OF K.W.H.PER YEAR 


Curve from Doherty and McGraw N.E.L.A. Prize Paper Appearing in August N.E.L.A. 
Bulletin. 
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A.E.|. PRESIDENT ENDORSES FORUM 


Editor, 
ELECTRICAL CONTRACTING: 

The writer acknowledges receipt 
of your favor of the 8th inst., wherein 
you advise that you are starting in 
your publication, a Forum for the 
expression of opinion by electrical 
contractors on a number of subjects 
that are still far from being settled, 
as you feel that the contractors 
should have an opportunity of voicing 
their opinions somewhere and _ that 
you offer this medium for that pur- 
pose. 

I believe this medium of expres- 
sion of opinion is very important and 
should develop some very interesting 





most important step in this direction 
should be an industry determination 
to safeguard the integrity of the Code. 
Powerful influence has been arrayed 
in an open and somewhat successful 
attack upon many of the factors 
which at best have only posed as 
safety requirements. A continuation 
of this type of offensive will defeat 
present trends toward uniformity in 
the field. 

Several years ago the wiring com- 
mittee of N.E.L.A. estimated a short- 
age of convenience outlets in residen- 
tial occupancies at approximately 
three hundred million and intimated 
that the responsibility belonged to the 
electrical contractor who was some- 
thing of a pirate on the one hand and 
nothing of a salesman on the other. 

With about twenty-four million 
American homes within reach of elec- 
tric service more than twenty million 
are wired, but unfortunately nearly 
half of these houses were wired years 
ago when the possibilities for electric 
service were limited to the replace- 
ment of gas lighting. 

Back in the years before the war 
every community indulged in an old 
house wiring campaign with the cen- 
tral station either putting on the 
whole show or sponsoring the activ- 
ity. Of course such wiring is inade- 
quate, but it was all there was to sell. 
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information. The replies to these 
matters should be of great value to 
us as contractors, as it will give us an 
opportunity to get the viewpoint on 
these questions of the entire electrical 
contracting fraternity. 


I would, therefore, recommend 
that you proceed with your Forum 
and heartily endorse the same and 
would suggest to our members that 
they support the plan submitted. 


Very truly yours, 
L. E. Mayer, President 


Association of Electragists, 
International. 


Chicago, IIl. 


It was probably all that should have 
been sold considering the appliances 
available at the time, and was about 
all that could have been sold to burn 
ten to twenty cent electricity. 

If it is admitted that the losses inci- 
dent to intelligent rate reductions are 
absorbed during periods of normal 
employment in from two to four 
years and that increased net returns 
follow such adjustments, then the 
record of the industry since the war 
reveals an astonishing lack of fore- 
sight on the part of utility executives. 

With favorable rates, residential 
consumption of electric energy in- 
creases ; more appliances are sold and 
adequate wiring follows. At 10 cents 
the average residential customer uses 
250 K.W.H. annually and at 6 cents 
the consumption is 550 K.W.H. or a 
difference of $8.00 per customer, part 
of which reflects a loss in profits to 
the utility and a loss in sales and 
profits to the manufacturer, jobber, 
dealer and contractor. Favorable 
rates sre available to industry where 
the competition of the steam and gas 
engine is the governing factor. With 
90 per cent of the homes wired the 
electric company’s only competition 
is the monthly light bill. 

With business conditions on the 
upturn, reasonable rates will sell more 
electric current and more wiring. 


APPEAL FOR COST DATA 
Editor, 
ELECTRICAL CONTRACTING: 

I am making an appeal through 
the pages of your publication, to 
your readers among the contracting 
industry for assistance in prepar- 
ing additional Cost Data for the Elec- 
tragist Estimating Manual. The Cost 
Data Committee has found many 
classes of work that contractors de- 
sire data on, but have found very few 
sources of supply for this data, so 
it seems that it will be necessary to 
start from scratch on most of it. 

Many contractors are doing work 
now On various structures for the 
government, in which are types of 
construction that we want data on 
and I hope that an appeal to them 
will start them to keeping costs in 
such a manner that we will be able to 
fill out the manual on the headings 
that are now blank. 

Several items are in popular de- 
mand now, principal. among them be- 
ing underfloor ducts, both steel and 
fibre; conduit base; fibre, steel and 
clay ducts in underground trenches 
surrounded with concrete; and low 
tension systems such as clocks, fire- 
alarms, nurses’ call, telephones, and 
signal systems. 

One of the most important services 
that the Association of Electragists 
can give all its members, in my opin- 
ion, is accurate cost data, so that the 
average contractor who has the de- 
sire to conduct his business in the 
right way, but who has no costs on 
these various items can intelligently 
figure them. If he has to guess, in 
all probability his guess will be low, 
for it is only human nature for the 
average American to think he can do 
things that the other man cannot do, 
and do them a little better, or a little 
cheaper. Cutting costs is our na- 
tional pastime. 

The men who have these costs or 
are in position to get them should be 
glad to submit them to the committee 
for distribution, in order to raise the 
standard of bidding on the better 
class of work. 

Many members want this data that 
we are asking for, but the committee 
cannot reach up into the air and pick 
it up. To be of value it has to be 
secured from accurate cost sheets 
taken from numerous jobs, that are 
actually installed, and we are there- 
fore asking contractors all over the 
country who have the welfare of the 


21 








industry, as well as their own, at 
heart to assist us by going to the 
little extra trouble necessary to keep 
this cost data and turn it in to us 
when the jobs are completed. 

Most of the average post offices 
now being built are requiring under 
floor duct and conduit base, so it 
will not be hard to find the jobs to 
get costs from on these items. 

The veterans’ administration is 
building hospital after hospital that 
have the other items asked for above, 
therefore they furnish the source 
from which costs on that class of 
work can be derived. The only thing 
remaining therefore is to get the con- 
tractors handling these jobs interested 
sufficiently to keep the records and 
send them to us. 


I trust that this appeal will have 
the effect desired and that the in- 
formation will be sent to the Com- 
mittee direct, addressed to D. B. 
Clayton, Chairman, 844 Martin 
Building, Birmingham, Ala. 

D. B. Clayton 


CONTRACTORS’ INTERESTS IN 
CODE RULES 
By GEO. WELMAN 


Electrical Engineer, Louisiana Rating & Fire 
Prevention Bureau, New Orleans, La. 


The electrical contractors are af- 
fected to a greater extent by the Na- 
tional Electrical Code than probably 
any other branch of industry. 
Through the Electragists the Elec- 
trical Committee, N.F.P.A., receives 
considerable help along orthodox lines 
in making all of the rules, but where 
inconsistencies appear in various arti- 
cles, orthodox methods and a strict 
adherence to procedure in the per- 
formance of a specific duty does not 
usually result in making great discov- 
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eries. A contractor’s representative 
assigned to one article generally has 
his hands full with the work of that 
particular article committee and cer- 
tainly performs his official duty. 

A contractor, however, is interested 
in every detail of construction. For 
instance, there is no general rule in 
the National Electrical Code specify- 
ing what is required for emergency 
lighting in theatres. This is only one 
illustration of where contractors may 
suggest a change in the rules of the 
Code. 

The National Electrical Code is far 
behind the times in rules for adequate 
emergency lighting, not only in thea- 
tres, but in many other classes of 
occupancy; hospitals for instance. 
The Code assumes, under Rule 
3602 (a) that current from a supply 
station is 100 per cent dependable 
and accepts two separate services, as- 
suming that if one service fails the 
other will be serviceable. 

Experience shows that no single 
source of electric current is 100 per 
cent dependable and current failures 
in large cities have been known where 
the entire current supply has been 
shut down for hours due to a failure 
at the central station. Ushers in the 
theatres were compelled to use flash- 
lights to show the patrons the exits. 
Operations in hospitals were con- 
ducted by candle light and in other 
places of assembly persons had to find 
their way out in any manner they 
could devise. 

Since lighted matches and candles 
are dangerous over an operating table, 
owing to the flammability of the 
anaesthetics, there is no good excuse 
these days for theatres, hospital and 
places of public asembly not main- 


taining a storage battery emergency 
lighting equipment, witht automatic 
throw-over switches so that in case 
the utility service failed there would 
never be complete darkness. 

It is rather unfair to place the 
blame for inadequate rules on the 
men who compose the Electrical Com- 
mittee. Their work on the committee 
is gratis; it is highly technical work 
and they do it at a sacrifice to their 
own business. Every member of the 
Electrical Committee wants to make 
rules to cover modern electrical de- 
velopment, but they need help and 
suggestions. 


OPEN CONDUIT JOB IN DAIRY 
Editor, 

ELECTRICAL CONTRACTING: 

I am always interested in your 
magazine, ELECTRICAL CONTRACTING, 
and more so interested in your re- 
cent letter regarding our endeavors to 
get business. 

We plug away hard and sometimes 
without result. Price cutting is what 
we must overcome, and good work is 
what we are trying to sell. In com- 
posing our estimates we figure our 
cost plus 10 per cent and get beaten 
from 25 per cent to 35 per cent. 
However, we shall never cease trying 
and earnestly believe we will wear 
this kind of competition down. 

We are enclosing some pictures 
which were taken of a modern dairy 
with all magnetic switches in a sep- 
arate room next to the boiler room. 
All switches are water tight at the 
motors. This is a 3-phase 220-volt 
system with no pipe under the floor. 

Frep W. Fern, 
Fred W. Fein Company 
Bremerton, Wash. 
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REFRIGERATOR 
LIGHT 


Almost every one of the 
4,000,000 electric refrigerators 
now in use is a prospect for 
one of the new electric refrig- 
erator lighting units. It fastens 
inside the box and is controlled 
by a door switch so that it au- 
tomatically lights up when the 
door is opened. This gives not 
only a merchandise sales op- 
portunity, but a small installa- 
tion job as well. 



















TIME SWITCH 


When the refrigerator 
is allowed to go days at 
a time without being de- 
frosted it loses in effici- 
ency and takes more 
current. Daily defrosting 
gives maximum efficiency 
with minimum current 
cost. There are low cost 
time-switches now avail- 
able that can be placed 
in the circuit to automa- 
tically cut off the current 
for a definite period and 
defrost every night. These 
switches will pay for 
themselves in current 
saved. 
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With which is incorporated The Electragist 





S. B. WILLIAMS, Editor 





A. E. Il. RECORD 


HE -thirty-second annual convention of 

the Association of Electragists is being 
held this week in Kansas City and despite 
business conditions, it is planned for a big- 
ger attendance and a more intensive pro- 
gram than was enjoyed last year. 

The association is to be congratulated on 
its membership record during the depres- 
sion and particularly this past year. While 
other associations, and even one in the elec- 
trical construction field, have had to strike 
their colors, the A.E.I., though reduced in 
income, has maintained its work and by 
careful administration of its resources has 
balanced its budget. 

In boom years membership can be sold in 
almost any organization but it takes a suc- 
cession of lean years such as the electrical 
construction business has labored through 
to test the quality and worth of an organ- 
ization. 

By their present support of the associa- 
tion the better contractors have demon- 
strated more clearly than they could have 
in any other way, their faith in their 
national association and what it can accom- 
plish for the good of electrical contractors 
generally. 

The various trade reports see prospects 
for an upward trend in construction to 
higher levels than ever. With an improved 
economic situation the outlook for the 
A.E.1. becomes brighter than ever. 


ADEQUACY STANDARDS 


FTER a year of work and many com- 
mittee meetings the joint industry 
“Adequacy Wiring Standards for Resi- 
dences” are ready. Except for a few minor 
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variations they are essentially the same as 
the adequacy standards previously developed 
by the Association of Electragists. There 
is no conflict in the two standards, the dif- 
ferences largely being those that would 
naturally arise when two different writers 
attempted to express the same idea. 

The industry needed an adequacy wiring 
standard for residential work, but it did not 
need two. What folly it is for industry 
jealously to require a good job to be done 
over? How much easier and better for all 
it would have been to have recognized the 
work of the Electragists and put on their 
standards the industry approval? 

However, now that we have an industry 
standard which is acceptable to all interests, 
that alone should be promoted. It is to be 
hoped that this standard can be properly 
merchandised. 


RANGE CAMPAIGN 


Gap erg with the turn in business 
sentiment the electric range campaign 
gets under way. This is one of the bright 
bits of news for the electrical contractor, for 
not only does it mean millions of dollars of 
wiring for ranges but it signals the first con- 
certed attack upon the already wired resi- 
dences. 

The new building market for wiring is 
bound to return and reach a bigger peak 
than ever, but it is too uneven. In past years 
the wiring of unwired premises provided a 
balancer. That is over. Now we must look 
to additional wiring in already wired prem- 
ises and the range campaign brings the first 
drive in that direction. 

More than twenty million homes are 
wired, but only one million have electric 
ranges. The range campaign has as its goal 
ten million electric range users. This means 
almost half a billion dollars to the electrical 
contractors in range wiring alone. 

The electrical contractors should do every- 
thing in their power to make this campaign 
successful. The campaign, of course, can be 
set in motion only in those places where 
range rates are in force. A little more than 
half of the wired homes have range rate. 
If contractors are in communities without 
range rates they should urge their local 
utility to establish such a rate and join in 
the promotion of this load. 

The more electrical conveniences a home 
has the easier it is going to be to sell more 
major appliances that need wiring. 








October, 1932 


ELECTRICAL CONTRACTING 25 





THE OLD HOME 
HO is going to sell adequate wiring to 
Wie already wired old home, and how? 
That is the biggest single problem facing 
the electrical industry today. 

A great many efforts have been made to 
sell additional wiring but few of these activi- 
ties have had sufficient success to warrant 
their backers to repeat them. To be fair one 
must admit that most of these efforts were 
made during the depression when it was 
problematical whether any plan would have 
had a very large measure of success. 

However, it seems to have made little 
difference whether the salesmen were em- 
ployed by the power company, by the league 
or by a contractor, the public had very little 
interest in additional outlets. Nor has the 
offer of a cut price, or a free outlet had any 
phenomenal success as an inquiry puller or 
door opener. 

One thing is very much apparent, namely, 
that no one can sell additional outlets who 
expects to make a profit on the sale. By 
that we mean, that the cost to sell is much 
more than the margin between what the 
public will pay and the cost to install. 

But even if some way could be found 
whereby this selling cost could be absorbed 
in some other way—say by the power com- 
pany which would benefit because of greater 
consumption from added outlets—we are 
still faced with the major problem of ade- 
quate wiring. There is no denying the fact 
that the installation of additional outlets 
promotes little if any the program of ade- 
quate wiring. 

The real problem in adequate wiring is 
providing sufficient service and circuit capac- 
ity to adequately take care not only of the 
portable appliances and lamps, but the big 
fixed loads such as refrigeration, range, 
water-heater, air conditioner, ventilator, 
space heater, etc., with a margin for the 
future. 

We now have an industry standard for 
adequate wiring which has received the 
endorsement of every national association in 
the industry. It is ready to go to work, but 
it is not self-starting. 

The contractors are eager for the promo- 
tion of adequate wiring but they cannot do 
the job alone—it is too expensive to sell. 

The N. E. L. A. recognizes the home mar- 
ket as offering the greatest single oppor- 
tunity for profitable load development. 

There are many leaders among the manu- 


facturers who are beginning to share that 
viewpoint. 


But the stumbling block to the develop- 
ment of the residential market is the inade- 
quacy of the wiring. It can be overcome. 
It needs industry action. 

There is hardly a single concern in the 
electrical industry that would not benefit by 
growth in the residential market. Isn’t this 
the opportunity then for coordinated indus- 
try action? 


FRAUDULENT USED MOTORS 

ONTRACTORS are cautioned to be- 
ware of unusual bargains in used mo- 
tors. Some unscrupulous second-hand deal- 
ers are altering or substituting motor name 
plates to show a larger rating than the 
name plate originally carried. Any contrac- 
tor who furnishes such a motor to a factory 
is bound sooner or later to have it back on 
his hands because it will not carry the load. 

We, therefore, urge contractors to inves- 
tigate such dealers before placing any orders 
for motors at very great bargains and also 
when losing business to that competition to 
caution the prospect to investigate. 

As a means of protecting customers it has 
been suggested that motor manufacturers 
stamp the name plate rating on the frame 
in such a way that it could not be altered, 
or affix the name plate in such a way as to 
prevent its removal or alteration without 
creating suspicion. 





QUANTITY SURVEYS 

HE building construction industry must 

make up its mind that the public is not 
going to put up again with the high build- 
ing prices that prevailed a few years ago 
when building was at its peak. Waste then 
permeated the building industry and while 
much of it by this time has vanished there 
are still many things to be corrected. 

One of the bad practices is multiple quan- 
tity estimating. It costs money to figure a 
set of plans and there would be no sensible 
reason for it if a central agency were avail- 
able to take off all quantities. 

There is a grave question that such work 
can best be done by an association because 
of the opportunities offered for public sus- 
picion. It should, however, be possible for 
some independent agency to set up a survey 
service for the sole purpose of furnishing 
bidders upon request accurate reliable data 
on quantities. 








\\\ code chats // 





A MONTHLY DISCUSSION OF WIRING PRACTICE AND QUESTIONS 





OF 


INTERPRETATION, PRESENTED WITH A VIEW TOWARD ENCOURAGING 





A BETTER UNDERSTANDING OF THE NATIONAL ELECTRICAL CODE. 





CONDUCTED BY F. N. M. SQUIRES 


ASSISTANT CHIEF INSPECTOR, N. Y. BOARD OF FIRE UNDERWRITERS 





ARMORED CABLE ON BASEMENT 
CEILING 

In running armored cable across 
the face of ceiling joists, is it neces- 
sary to use running boards? The 
joists are spaced 16 in. on centers, are 
8 ft. high and floored on top. The 
cable is run on the bottom. 

The question here is one of me- 
chanical injury. If the inspector is 
positively sure that the cable will not 
be subjected to mechanical injury, he 
will probably pass the cable in this 
position. In the average basement or 
cellar and especially in private homes, 
the spaces between the floor beams 
overhead are used as a convenient 
storage space and the inspector would 
be perfectly right in asking for guard 
strips. 

As it takes but a little longer to 
bore the beams and get the cable up 
out of the way, why not have a little 
pride and give the customer a better 
looking job? Then, when it is de- 
cided to put a ceiling to the base- 
ment, the cable is out of harm’s way. 


GROUNDING THE SUPPLY SYSTEM 

The secondaries of the distribution 
system are not grounded at all trans- 
formers. In grounding the neutrals 
of the interior wiring systems, there 
is often enough current flow to 
fuse the bonding wire. For this rea- 
son, I have been refusing to ground 
the neutrals, maintaining that ground- 
ing under these conditions is dan- 
gerous. 

The Code in rule 902-c requires 
that a secondary AC distribution 
system supplying interior wiring sys- 
tems, shall be grounded at each serv- 
ice. Rule 901-b and c state how it is 
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to be grounded but 90l-a requires 
that the various parts of the circuit 
and equipment shall be arranged so 
that there shall be no objectionable 
flow of current over the grounding 
conductors. It then goes on to pro- 
vide that in case of objectionable 
current one or more of the grounds 
may be abandoned. ; 
However, in our correspondent’s 
problem as stated above, the proper 
arrangement of grounds has evidently 
not been made and there are probably 
several accidental grounds on the sys- 
tem which should be removed. When 
such conditions are discovered, they 
should be reported to both the inspec- 
tion department having jurisdiction 
and to the lighting company. When 
the unauthorized grounds have been 








A CONTRACTOR FOR 40 YEARS: Charles 
N. Shannon started wiring houses in 
Denver, Colo., forty years ago. He has 
one of the best electrical stores in the 
city and is one of the leading contrac- 
tors. He has taken a very prominent 
xm in local contractor association af- 
airs. 


cleared from the distribution circuit, 
and from its connected interior wir- 
ing circuits, the objectionable flow of 
current will be eliminated, and the 
proper ground connections can be 
maintained. A_ circuit which is 
plagued with accidental grounds is 
certainly diseased and should be 
cured. 





BONDING THE WATER METER 

The water meters here are placed 
outside the buildings. Most of them 
being at least 10 ft. from the build- 
ings, the pipe being buried this dis- 
tance, the meters are in underground 
boxes. Is it necessary to shunt the 
meter? 

It is strongly recommended that 
the meters be bonded in order to in- 
sure better grounding conditions. But 
rule 908-d, page 147, says only those 
parts of the piping system which are 
liable to become physically discon- 
nected, such as at meters and at 
unions, and which are within the 
building are to be bonded. 


SOLDERING SPLICES 

In soldering splices, I have been 
using a copper, or dipping. The in- 
spection department has marked the 
splices as not soldered, and refused 
to approve the job. 

Splices can be soldered properly by 
both means mentioned above. Both 
means can also fail to accomplish 
proper soldering if the necessary pre- 
liminary steps have not been taken. 
Many splices refuse to “take” solder 
at all if not properly cleaned and 
fluxed. Wires properly and thor- 
oughly cleaned before the splice is 
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Yes 
You Can 


DO THAT JOB 


QUICKER 


WITH 


THE RALCO LINE 
MATERIALS 


Therefore More 


PROFIT 


| 


We Make Heavy Duty 
Receptacles and Plugs 


Explosion Resisting 


Interlocked Receptacles and 
Switches, 
Swivel Unions, Straight 
Unions, and Elbow Unions. 
Reducers, etc., for Class I 
and II Locations. 


Plugs, Boxes, 


Ask for Bulletins 


RALCO MFG. CO. 


125 No. Albany Ave. 
Chicago, Ill., U. S. A. 








| made up and then fluxed, will almost 
always take solder well. The results 
in all cases must be left to the in- 
spector on the job. He will not turn 
down any neatly well soldered splice. 





ARCHITECTS’ SPECIFICATIONS 

In asking for bids on a residence 
job, the architect has specified that all 
wires and cables must not have less 
than 22 percent new rubber insula- 
tion, and that all branch circuits be 
run in one continuous length without 
weld, joint or splice. While approv- 
ing cable for the job it seems that 
the above restricttons would prevent 
its use. First, I do not believe that 
cable with this quality insulation is 
made. Second, in using cable there 
would have to be a splice at every 
outlet box, or a separate branch for 
every outlet. Are not these require- 
ments unusual ? 

There are still some architects who, 
in order to make their plans and spe- 
cifications look formidable and impos- 
ing, clutter them up with unnecessary 
reading matter. A few years ago, 
some architects were quoting half the 
Code rules for the sole purpose of 
adding words or weight to their spe- 
cifications so the contractors could 
bid on them by their length or weight. 

All of these unnecessary para- 
graphs could have been avoided, if 
the specification had merely read, 
“All work must conform to the rules 
of the National Electrical Code” and 
“Upon completion of work, a certifi- 
cate of approval shall be procured 
from the Inspection Department hav- 
ing jurisdiction.” 

However, if this particular archi- 
tect really wanted a super job and 
was willing to pay for it, he had the 
right to specify it. 





ARMORED CABLE IN BASEMENTS 

I used armored cable in the base- 
ment. I cannot find anything in the 
Code regarding this case. Is this per- 
missible ? 

This depends entirely upon local 
conditions. Rule 505-d states that 
armored cable may be used in dry 
locations. Therefore, if the basement 
is dry, type A.C. cable may be used. 
In other than dry locations, rule 
505-d covers the use of type ACL 
cable commonly called “BXL.” Note 
in the section just mentioned, the ref- 
erence to “continuous moisture” and 





“excessive humidity.” 
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A few turns over the ends of the wires 
and you quickly make a joint that is both 
electrically and mechanically perfect. Save 
time and money. 

ideal Connectors have a SPIRAL SPRING 
INSERT that threads itself on to the cop- 
per conductor, holding the joint in a vise- 
like grip and acting as a current carrying 
sleeve. Fully approved and recommended by 
leading electrical authorities. 


For All Common Wiring 
Joints Such As: 


Roughing-in work 
Hanging fixtures 
Joints in appliances 
Radio work 

Sign work 
industrial wiring 


mubped oz immoronun oz 
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Actual 
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DEAL 
CONNECTORS 


MILLIONS IN USE EVERYWHERE & 








SS Ideal Commutator Dresser Co. 
1041 Park Ave., Sycamore, Illinois 


4 = t_-would like to try Ideal Connectors and 
ask that you send free samples. 


U. S. Patent \ 
No. 1,700,985. 
infringements 
will be 
gorously 
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ARROW {Mlumin afred 


Housep «gam Number 
zy Unit 


















No. 7901 

4 2 ae Single-gang Unit 
For one or two numbers 
No. 7902 Nos. 1 to 99 inclusive 





Two-gang unit for 3 or 4 numbers 


Nos. 100 to 9999 inclusive FiLu S. Hf UY; N / TS 
for Houses, Apartments, Hotels 


This readily salable device adds another profit-item to your wiring jobs. Designed for 110-Volt service; to be 
installed in standard cne- or two-gang wall boxes. Makes possible an additional sale of an inside switch control. 
Numerals are white—illuminated at night—on a black field. Plainly readable 75 feet away, either in daylight 
or darkness. The cadmium-finished plate fits over a rubber mat to make weatherproof job. Standard can- 
delabra- base lamp is supplied with each unit. Numbers to be ordered separately to make required com- 
binations. . . A very attractive installation over front entrances of houses and apartments, and for room 
numbers in hotels, office and public buildings. Send for catalog data-sheet giving complete information. 


iG DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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A.E.| 


NEWS AND SERVICE 


INFORMATION 





MATERIAL FOR THIS DEPARTMENT IS SUPPLIED BY THE HEADQUARTERS 
STAFF OF THE ASSOCIATION OF ELECTRAGISTS, INTERNATIONAL 


420 LEXINGTON AVENUE, NEW YORK, N. Y. 


President, L. E. Mayer 
14 North Franklin Street, Chicago, Illinois 


Vice President, Earl N. Peak 
1603 West Main Street, Marshalltown, lowa 


DIVISIONAL EXECUTIVE 
COMMITTEEMEN 


Great Lakes 
E. D. Brown 


Eastern 
Louis Kalischer 
288 Livingston St. 


Brooklyn, N. Y. Detroit, Mich. 
Southern Central 
D. B. Clayton F. T. Langford 
844 Martin Bldg. 511 S. Third St. 
Birmingham, Ala. Minneapolis, Minn. 
Southeastern Mountain 
W. W. Ingalls R. R. Reid 
315 S. W. 10th Ave. 1957 South Sth East 
Miami, Florida Salt Lake City, U. 


2470 Grand River Ave. 


Pacific At Large 

F. O. Sievers L. K. Comstock 

468 Sth St. 16 East 52nd St. 
San Francisco, Cal. New York City 
Eastern Canadian J. A. Fowler 

R. A. L. Gray 118 Monroe Ave. 

85 York Street Memphis, Tenn. 

Toronto, Ont. 


Western Canadian 
J. H. Schumacher 
344 Main Street 

Winnipeg, Man. 


General Manager 

Laurence W. Davis 

420 Lexington Ave. 
New York City 


Contractors Organized for Industry Welfare 





HOSTS TO THE ELECTRAGIST 
CONVENTION 

Delegates to the Electragists’ Con- 
vention at Kansas City on October 
10, 11 and 12, will find that every 
provision has been made by the local 
electrical fraternity in that city for 
their comfort and pleasure during the 
three days of the meeting. 


Under the leadership of the Elec- 
tragists’ Chapter of Greater Kansas 
City, and with the support of the 
Kansas City Electric and Radio As- 
sociation, the Chamber of Commerce 
and a large number of the whole- 
salers and manufacturers’ represen- 
tatives in Kansas City, a splendid 
program of entertainment has been 


prepared for the delegates and their 
ladies. 

The general chairman of the local 
convention committee is Harry C. 
Evans, president of the Evans Elec- 
trical Construction Co., and the vice- 
chairman is W. J. Squire, president 
of the Squire Electric Co. and the 
Greater Kansas City Chapter. The 
following are the special committees : 
Golf Committee: R. B. Randall, Ve 


man, Randall Electric Co.; 

Hodge, Hodge Electric Co.; W. T. 
McAuley, W. T. McAuley Electric Co. 
Transportation Committee: F. E. 


Geiss, Chairman, F. E. Geiss Electric 
Co.; A. S. Morgan, Wyandotte Electric 
Co.; Wm. Luce, United Electric Co.; 
L. Schumacher, M. O. K. Electric Co.; 
E. H. Clark, Crescent Electric Co.; A. 
Fromhold, A. Fromhold Electric Co.; 
W. T. Foley, W. T. Foley Electric Co.; 
B. R. Nelson, Kansas City Elec. Const. 
Co.; A. H. Jeans, Noel Electric Co. 

Sight-Seeing Committee: E. H. Clark, 
Chairman, Crescent Electric Co.; W. T. 
McAuley, W. T. McAuley Electric Co.; 
L. Schumacher, M. O. K. Electric Co.; 
Leo McCormick, Chief Electrical In- 
spector. 

Assisting the Ladies’ Committee: G. 
G. Burkholder, Chairman, Burkholder 
Electric Co.; E. L. Fickie, Fickie Elec- 
tric Co.; Wm. Wachter, Wachter Elec- 
tric Co.; Burl Martin, Graybar Co. 





NEW MEMBERS 
The following applicants have been 
accepted into the A.E.I. since the 
publication of the list in the August 
issue : 
MissourI 
Kansas City 
R. W. Hodge Electric Company 
New JERSEY 
Hopewell 
Jones Electric Company 








KANSAS CITY (MO.) ELECTRAGISTS CHAPTER: Seated, left to right: 
Burkholder, R. W. Hodge, W. T. McAuley and W. J. Squire. 
A. Fromhold and H. C. Evans. 


Schumacher, G. G 
William daly 


A. S. Morgan, E. H. Clark, Fred E. Geiss, Louis G. 


Standing, left to right: R. B. Randall, 
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G-E WHITE 


RIGID CONDUIT 
made by GENERAL ELECTRIC 









FLEXIBLE ALLOY STEEL 


for easy bending and an economical 
installation. 


HOT-DIPPED GALVANIZED 


for permanence and maximum pro- 
tection inside and out. 


GLYPTAL COATED 


for extra long life and easy wire 
pulling. 


For further information 
see your nearest G-E Mer- 
chandise Distributor or 
write to Section C-3210, 
Merchandise Department, 
General Electric Company, 
Bridgeport, Connecticut. 


Tune in! Join the “G-E Circle” 
every weekday at 5:45 P.M. (except 
Saturday) E.S.T., N.B.C. Network. 


GENERAL @ ELECTRIC 


RIGID CONDUIT 


MERCHANDISE DEPARTMENT. GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
ere ERIE CRIT eo ES 
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WALL PLATE COMBINATIONS . 











basic 












Wall Plate Mer- 
andise are versatility 
and interchangeability. 
With only 16 devices and 
7 wall plates, 59,244 differ- 
ent combinations are pos- 
sible. This permits the con- 
tractor to carry a full as- 
sortment at very low cost, 
and do a better quality iob 
for actually less money and 
at greater profit. 


2) 
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units 


P&S-DESPARD Devices 
are so compact that from 
oneto three devices go into 
a single gang switch box— 
from two to six in a two- 
gang box. This means that 
P&S-DESPARD devices oc- 
cupy less space, are less 
conspicuous and can be in- 
stalled at lower costs be- 
cause of the resulting sav- 
ing in the reduced amount 
of other types of materials 
necessary to installation. 
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LINE OF WALL PLATE MERCHANDISE 
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The MOST REVOLUTIONARY 
DEVELOPMENT IN WIRING 
DEVICES WITHIN THE 
PAST TWENTY YEARS 


Here 


are Photographs of Only Six of the 
59,244 Combinations Possible with 
the P&S-DESPARD LINE. Pen Dia- 
grams Show the Individual Units 
Comprising Each. 













One Switch GR, Two Switches 
with Lockhoods 


Three Switches One Switch, One 
Convenience Outlet 





One, Pilot Light One Night Light 
Two Convenience One Switch, One 
Outlets Convenience Outlet ~, 


HI-LITES 


1. INVESTMENT REDUCED—+to less than one- 
tenth of that formerly required to have a full 
representative line in this class. 


2. TURNOVER OF INVESTMENT—will be 


many times more than in the past. 


3. SERVICE—Due to the interchangeability 
features of P&S-DESPARD devices, P&S Dis- 
tributors can now carry a complete stock of 
the basic P&S-DESPARD units and give 
prompt and efficient service to their contrac- 
tor customers. Due to the products’ small 
size and light weight, many shipments will be 
made by parcel post, which will save time 
and also reduce freight and express charges. 


4. CONTRACTOR DEALERS—can now carry 
a full assortment at very low cost—do a bet- 
ter, quality job for actually less money and 
at a greater profit. In the rewiring work 
ahead of us, the P&S-DESPARD Line offers 
the greatest possible opportunity for install- 
ing more up-to-date combinations than ever 
before possible, in the same outlets without 
increasing the box capacity. 


5. BUILDERS' WIRING COSTS REDUCED— 
One or two-gang boxes will now accommodate 
the same number and type of devices as has 
previously required three or six-gang boxes. 
Due to the reduced cost it is possible to 
install more of the convenient devices which 
appeal strongly to their customers. 


6. INTERCHANGEABILITY — All P&S-DES- 
PARD devices are interchangeable insofar as 
installation is concerned. Any device can be 
used in conjunction with other P&S-DESPARD 
devices in order to make up various combi- 
nations desired. This unusual and desirable 
feature will save time and money in installa- 
tion costs, due to the fact that the required 
combinations can be made with these devices 
for much less than the cost of similar com- 
plete combinations which are on the market. 


7. DESIGN—We have been fortunate in mak- 
ing all P&S-DESPARD devices small, but very 
sturdy. They have the full 10 Ampere rating 
for switches, 15 ampere rating for outlets, 
etc.—fully approved by the Underwriters’ 
Laboratories. Due to the are snuffing prin- 
ciple, the heavy contacts and terminals, these 
switches will withstand the abuse of the 
initial surge of Type "C" gas filled lamp 
load. 


8. MATERIAL—AIl Brown plates and devices 
are made of genuine Brown Bakelite. A dupli- 
cate line of plates, lock switch hood, blank 
insert, power cap and radio cap is made of 
ALABAR (Ivory). ALABAR (Ivory) plates 
are neutral in color and will blend harmoni- 
ously with all of the lighter walls and color 
schemes—they will replace brass plates and 
their many special finishes. 

For complete information see the nearest P&S 


Distributor of the P&S-Despard Line, or write 
us direct. 


PASS & SEYMOUR, Inc. 


Solvay Station Syracuse, N. Y. 


( 
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Iwo GREENLEE Conduit 


Benders Pay FOR IHEMSE LVES 


__On First Jos 


Stetson Ecectric AND ENGINEERING Co. 
487 WEST FORT eTREET 
OETRorrT 

























June 14, 1952. 


Greenlee Tool Co., | 
Rockford, Ill. 


MR. R. E. STETSON 


Other 
Greenlee 


Tools 


Are 
P, fi ERE is another letter from an alert 
rorit teenies contractor telling an interesting 


| . 
/ story of what Greenlee Hydraulic Con- 
Mak ers, A CL. | duit Benders have done and are doing. 
Too 


Gentlesen: | 
Last Pell we purchased thru the Cadillec Electric 

Supply Co. your #770 and #775 Hydreulic Benders and the 

following is an example of what we were able to do with then. 
The firet job we used them on required the use 

of long sweep ells, the material cost on thes being approximate- 


ly $592.00. With the use of both Greenlee Benders, including 





ow labor of making the offsets in conduit, the cost to us 
was @ great desl less than the estimated cost of the elle. The 
benders have more than paid for themselves on that job and 


since then they have been on the job for us as real tine- 





savers and have proven to be the most profitable tools in 
the shop. 


It is simply another bit of convincing 
sal evidence that they will pay for them- 
selves on any job of reasonable size. 


Greenlee Benders for rigid conduit 
are made in two sizes, the No. 770 work- 


[% ornstdating a savings that og oy onhinate, —— ing from 114 to 3-inch and the No. 775 
can be made with proper equip- etc. They make smooth, clean holes / : 
ment, do not overlook the other quickly and without filing or from 21/2 to 47-inch. Attachments — 
Greenlee Tools for inside wiring. reaming. be applied to the No. 770 for bending 
Below are shown the Knockout There are other important items, thin-wall steel conduit in sizes from 1144 
Punch and Cutter for enlarging too, not illustrated here. Those in- to 2-inch 
clude Hydraulic Pipe Push- bg : . 
ers, ie — Bor- All of these Benders are easily porta- 
ers, oubie- ee ectrician . . 
Ste and it Wetensionn. ble and convenient to operate. They 
You are invited to use the are a real investment, because they bend 
oe bs get _ — conduit quicker and better than by any 
ion on ese tools aS Well as 
on Conduit Benders. Fill it ther method, and because they make 
out and mail it today. it easier to pull in wire and cable. 


GREENLEE TOOL CO. 


ROCKFORD, ILLINOIS 






Greenlee Knockout Tools 


SS SS SS SS SS SS SSE SSS BSB ee eB ee eee eee ee 
GREENLEE TOOL CoO. 
Rockford, Illinois. 


Please send information on the following: 

C Conduit Benders O Knockout Tools 
BEER coccsovcess 
COD a0 600606006 68006 4000000050000080 60 beRee ERR 
~ MUTT TI TTLTTTT TTT Tr Tiere Tee 
State 


CR RRR eee eRe REE EEE EHO EEE SHEE EEE EEE EEOS 
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ith Modern Ranges 
in Modern Homes 
use Bryant Equipment 















Fig. | Fig. 2 
Fig. 3 Fig. 4 Fig. 5 
MODERN Ranges demand modern outlet receptacles and Fig. |. Triple Pole Armored 3-wire Cord Sets 38” long with 
fittings. lugs and No. 776 cap; No. 3831, 3 No. 8 conduc- 


tors; No. 3832, 3 No. 6 conductors. 
The Bryant 3-wire range receptacle is of exceptionally rugged 
construction, made of high heat composition, and has an Fig. 2. Rubber 3-wire Cord Sets 38” long; No. 3829, 2 No. 
opening for %4” conduit, knockout for 1” conduit. The range 8 and | No. 10 conductors; No. 3830, 2 No. 6 and 
grounding strap is readily attached. Tube and connector 1 No. 8 conductors. 

clamp protects non-metallic cable, when it passes through 


the floor. Fig. 3. Cat. No. 3828, Coupling and Protector Tube for Cat. 
All-rubber and armored cord sets are mechanically and elec- No. 3826. 

trically perfect. Cap and lug joints are proof against loose F : 

connections. They give complete protection against cord Fig. 4. Cat. No. 3826, 3-wire Receptacle with Cat. No. 3827 
defects end cord trouble. grounding strap where separate ground is used. 
Recommended by many power companies for installations in Fig. 5. Cat. No. 3827 Grounding Strap for No. 3826 where 
present buildings. separate ground is used. 








SUPERIOR 


B R YA N T eee WIRING DEVICES 





WIRING DEVICES 
—., poem 








BC 1032 Manufactured by THE BRYANT ELECTRIC CO., BRIDGEPORT, CONN. 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE I888-MANUFACTURERS OF HEMCO PRODUCTS 
BOSTON 7s 9 CHICAGO oe NEW YORK tor SAN FRANCISCO 


140 Federal Street 844 West Adams Street 60 East 42nd Street 149 New Montgomery Street 
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TAPES 





ERE are two 














new high 
grade Commercial Tapes— 
fe ; @ ') @ » 
y PANTHER and DRAGON, that ) a 
are marketed exclusively through the 9 MALARD INSULATED WIRE WORKS ” 

j wholesale trade. Cellophane wrapped N°4 THE OKONITE COMPANY “7/4 
j — individual green cores— backed by the 
f 














Okonite, Okonite-Callender and Hazard reputations for quality— 
they satisfy all requirements. Panther Nos. 1 and 2 are packed in an 
attractive counter display carton. The Handy Package contains ten 


4 ' rolls of Panther No. 8. Send for the Panther-Dragon booklet shown 
| below. 





HAZARD INSULATED WIRE WORKS 


Division of 


THE OKONITE COMPANY 



































October, 1932 ELECTRICAL CONTRACTING 37 














Window lighting jobs like this 
are waiting to be done in every 
neighborhood — and now is the 
time to do them. In a recent 
survey many merchants con- 
fessed their amazement when 
they found that thousands of 
potential customers passed by 
their doors to stop, look and 
enter the stores of competitors 
who used well-lighted dis- 
plays. The actual check-up 
proved that more lighting 
resulted in more business. 





BIG REASONS WHY 
NIREMOLD 


AS 


LIGHTING STRIP 


encourages more and better 
window lighting—and more 
business for everybody! 











I EASY TO WIRE! 





Just wire No. 1126 sockets at any 
desired distance apart. 














Lay wired sockets in channel No. 
1100B. Then turn two screws in each 
socket to lock into position. 

(Wire capacity same as No. 1000 Wiremold) 











% MAKES A NEAT JOB! 





Cut No. 1100C Snap-on Cap into 
lengths to fit spaces between sockets, 
snap into position and job is done! 














‘‘Make your call and take your measurements—wire and assemble in your shop’’ 


THe WiremorD 





HARTFORD,CONN. 
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3 COLORED RUBBER INSULATIONS 





The self-identifying features of General 
Electric Code Wires are important steps 
toward making the electrician's job eas- 
ier, quicker and safer. Three colored rub- 
ber insulations (Black-Red-Green) furnish 
an immediate identification for Code, In- 
termediate, and 30°, grades. Eight differ- 
ent colors of braids simplify circuit-test- 
ing, save time on extensions and speed up 
alteration work. Braids are tight and close, 
to prevent fraying and slipping back. 
Hard, smooth surface prevents "sticky" 
or “tacky” wires in warm weather. Mini- 


mum overall diameters permit easy pull- 


COLORED BRAIDS | 


f 
A 
A 
"A 
Z 
2. 
Z 
7 
4 
2. 
V. 
? 
%. 
> 


eV 


ing of the maximum number of conductors 


through conduit. 


General Electric Code Wires with 
flame-resisting finish are obtainable on re- 
quest. This new flame-resisting finish pre- 
vents flame from travelling on the surface 


and eliminates fire hazard. 


Speed up installation with ease, safety, 
and economy by specifying General Elec- 
tric Code Wires. See your nearest G-E 
distributor or write today to Sec. W-3210, 
Merchandise Department, General Elec- 


tric Company, Bridgeport, Connecticut 


Tune in! Join the “G-E Circle” on the air every weekday 


at 5:45 P. M. E.S.T. (except Saturday) N. B. C. Network 


GENERAL & ELECTRIC 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
(RS EEL AS ALT kA ake a aa a ae TS 
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A COMPLETE PROVEN 
Sound Installation Line 
backed by a 


nail “aga | sales plan that includes: 











1. Exclusive sales territory. 


ape. 29 2. Factory sales and engineering assist- 
ance. 


3. Factory installation design and esti- 
mating service. 


. Installations guaranteed 100% by the 
The carefully planned engineering of 4 netaee & 7o y 


Operadio Model 17 All A. C. Oper- factory. 

ated Combination Amplifier Unit is a ‘ -_ 
typical of the painstaking care exer- we Cooperative advertising. 
cised in development of the complete 

Operadio line, which includes equip- 













TS ©.. Successful installations in many appli- 
cation fields. 
a i nt f res that 
As Easy to Install and many other important features t 


enable electrical contractors to capture 
as an Electric Motor! profitable sound equipment business. 


The Operadio Line and the Operadio 
Plan open the profitable sound instal- 
lation field for electrical contractors. 
It is as easy to install Operadio 
Sound Equipment as electric motors 
and control apparatus! 

The Operadio factory engineering 
service and installation supervision 
take the risk out of sound installa- 
tions and make it easy for electrical 
contractors to quote on and handle 
public address installations with as- 
sured profits. 

Write for complete information on 
the Operadio Plan. 


ERADI 











Operadio Manufacturing Co., | 
217 13th Street, St. Charles, lil. ‘| 


Please send me 


(] Complete information about the Operadio 
lan. 


[ Bulletins describing the Operadio Line. 





BOD, 5 5 in wns vias ents onl re brdirad owl Nitin See Nake a 


: 
s 
e 


Complete Sound Systems f 


ee eee er eT ey 
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DAY-STEEL 


PULLEYS 


WITH! DAYTON COG-BELTS 


THIS NEW LOW PRICED V-BELT DRIVE IS NOW 
IN A COMPLETE RANGE OF SIZES 


AVAILABLE 


New low levels in initial cost— 
lower maintenance costs—new high 
standards of performance—com- 
plete range of sizes. These are some 
of many advantages you can offer 
your customers with Day-Steel 
Pulleys, designed especially for use 
with the famous Dayton Cog-Belt. 
Here is a new and better pulley 
which is— 

—from 30% to 50% lower in price— 
offering tremendous savings in initial cost 
and in maintenance expense. 
—accurately formed from heavy-gauge 
pressed-steel, strongly welded both at the 
rim and at the web—assuring maximum 


strength and ruggedness with a substantial 
reduction in weight. 


ning and accurate balance. 
—finished in high quality 
aluminum—providing com- 
plete protection and outstand- 
ing appearance. 


NOW! 6 GROOVES 
—made with 1 to 6 grooves 
—for all ratings of 7% h.p. 
and below—all speed ratios 
—all center distances. 


And to make sales still easier, these 
new Day-Steel Pulleys are individu- 
ally packaged, and include inter- 
changeable bushings for any size 
bore—the first time that drives have 
ever been offered in such a con- 
venient and attractive way. They will 





appeal to all who are 
interested in a drive 
which combines the 
qualities of economy, 
efficiency and attractive 
appearance. From every 
standpoint, there’s no 
drive to equal the new 
Day-Steel Pulleys used 
in connection with Dayton Cog- 
Belts ... an unusual opportunity 
for distributors. 

Why not get the complete propo- 
chien? We'll be glad = pat ie 
you. Just ask for Bulletin No. 110-A, 
which gives all the facts. 


THE DAYTON RUBBER MANUFACTURING CO., Dayton, Ohio 


Factory Distributors in Principal Cities and all Westinghouse Electric and Mfg. Company Sales Offices 


Dayton 


COG-BELT DRIVES 


—rigidly assembled with a hub of 
unique design— providing true run- 
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18” to 48” Bucket and Propellor 
Blade Exhaust Fans. 


9”, 12” and 15” Bucket 
Blade Ventilating Fans 


® @ ® it is amazing to learn the numbers of rep- 
; ; ’ . 9”, 12” and 16” Flat 
resentative industrial plants, stores, hospitals, Blade Ventilating Fans 





theatres, auditoriums, clubs and even private _ 


homes wherein the lack of frequently changed 





air is evident. 











Such places offer profitable opportunities to = 
Wind-O-Vent Wall Cab- 
inet Unit with Louvers 


the electrical contractor who will show them 
how efficiently and economically better ventila- 
tion can be had with the DIEHL line of fans. 





Write for the Diehl catalog —it describes 


the entire line of fans and sales helps and also Wind-O-Vent Ventilator, 


Metal or Glass Panel 


contains helpful installation data. 


The contractor’s 
DIEHL MANUFACTURING COMPANY fan market— 


Sharh Saties ff Home kitchens, restau- 
THE SINGER MANUFACTURING COMPANY rants, billiard halls, the- 


Elizabethport, N. J. atres, laboratories, 


Atlanta Bosto: Chi New York Philadel phi mills, factories, shops, 
ston ca; New or: e a 
- “ stores and offices. 
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INFORMATION OF INTEREST TO ELECTRICAL CONTRACTORS 

CONSISTING OF ITEMS OF NEWS, SHORT ARTICLES, PRACTICAL 

IDEAS, ETC., OUR READERS ARE INVITED TO CONTRIBUTE TO 
THIS DEPARTMENT 





ELECTRIC RANGE CAMPAIGN 
STARTS 

After many months of preparation 
the national electrical range campaign 
gets under way under the sponsor- 
ship of the National Electric Cookery 
Council. The council of which P. S. 
Arkwright, Georgia Power Company, 
is chairman and Glen R. Trumbull, 
manager, has set up offices at 420 
Lexington Ave., New York, and is 
now equipped to assist any communi- 
ty to start a local council. 

A plan book has been prepared and 
is now available. It shows how to 
set up local organizations and put the 
plan in motion. It stresses the neces- 
sity for coordinated activities wher- 
ever possible. 


Already a number of localities have 


arranged programs to tie in with the 
national campaign and have already 
started to work. 

The National Electrical Cookery 
Council is a joint activity of the Na- 
tional Electric Light Association and 
the National Electrical Manufactur- 
ers Association. 





BARE NEUTRAL COMMITTEE 

In accordance with a resolution 
adopted at the 1931 meeting of the 
Electrical Committee, N.F.P.A., the 
chairman, A. R. Small, has appointed 
a special committee of seven, “to 
study the subject of bare neutrals 
and report back to the Electrical 
Committee and, if possible, an indus- 
try conference be arranged to con- 
sider this subject.” Earl N. Peak, 
representing the A.E.I. on the Elec- 
trical Committee, has been appointed 
on this committee. 

In making these appointments Mr. 
Small wrote: “These appointments 
are made in your individual capaci- 


ties as members of the Electrical 
Committee rather than as representa- 
tives of the various cooperating 
bodies of the Electrical Committee 
organization. Thereby, it follows that 
you are free to serve on this com- 
mittee without instructions from the 
organizations for which you may 
sometimes speak in the committee.” 

The subject of “bare neutrals” is 
of especial interest at this time in 
view of the efforts being made by 
the Association of Edison Illumi- 
nating Companies to introduce con- 
centric wiring in various cities. 

The full personnel of the special 
committee is as follows: F. V. Magal- 
haes, chairman, T. E. Barnum, J. C. 
Forsyth, A. W. Hopkins, M. G. 
Lloyd, Earl N. Peak, H. R. Searing, 
V. H. Tousley, secretary. 





WIRES DENVER CITY HALL: D. D. Stur- 
geon of the Sturgeon Electric Company, 
Denver, is looking over the plans for 
the new city hall with George A. Mills, 


on the left. This job, just completed, 
has approximately $85,000 worth of 
electrical work. It is estimated that the 
use of up-to-date equipment makes pos- 
sible a saving of 15 to 20 per cent on 
this job. 


INDUSTRY WIRING STANDARDS 
AVAILABLE 

The joint industry “Adequacy 
Wiring Standards for Residence 
Buildings” which have been in prep- 
aration since last fall are now avail- 
able. These standards are endorsed 
by all of the national electrical as- 
sociations. 


As a companion piece, a specifica- 
tion interpreting these standards in 
specification form for the use of ar- 
chitects and builders is now in devel- 
opment and is expected to be ready 
for release in a few months. 

These standards except for minor 
variations are essentially the same as 
the adequacy wiring standards pre- 
viously developed by the Association 
of Electragists. 





PHILADELPHIA INDUSTRIAL CON- 
TRACTORS ORGANIZE 


The Electrical Association of Phil- 
adelphia, Pa., has formed a new com- 
mittee known as the Industrial Elec- 
trical Contractors Clearing-House 
Committee, for the purpose of en- 
deavoring to work out the problems 
of the industrial electrical contractor 
as tied-in with utilities, manufacturers 
and jobbers. 


Louis W. Moxey, Jr., has been 
elected chairman and Frederick M. 
Shepard, vice-chairman.. Other mem- 
hers of the committee are M. E. Ar- 
nold, Stanley M. Cameron, Joseph G. 
Thompson, W. J. Dorworth, J. E. 
Parks, B. T. Hare, George E. Whit- 
well, J. F. Gaskill, and G. Lathrop 
Smith. 





TO STUDY INTERIM REVISION 
PROCEDURE 


A special committee has been ap- 
pointed by the chairman of the Elec- 
trical Committee, N.F.P.A., to study 
the present procedure under which 
“interim revisions” of the National 
Electrical Code are made by letter- 
ballot, and to make recommendations 
for such changes in the procedure as 
the special committee may determine. 
Allan Coggeshall, A.E.I. representa- 
tive on the Electrical Committee, has 
been named to serve on this special 
committee. 


The present interim revision pro- 
cedure provides that suggested re- 
visions of the Code between meet- 
ings of the Electrical Committee shall 
be submitted to letter-ballot of the 
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BARE and INSULATED 
CONDUCTORS 
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SANGAMO 


FORM VW 
The Lowest-Priced Electrically-Wound Time-Switch 


ELECTRIC-WINDING ... by a powerful, low-speed slow-opening, small-gap. Thoroughly tested in actual 
a.c. motor. During current interruptions, the main- service. 


spring, having a 10-hour reserve, provides power for 


FREQUENCY OF OPERATIONS... 3 “on” and 
“off” periods each day. Sunday and holiday cut-out. 
Manual operation without disturbing the sequence. 


movement and contacts. Independent of frequency 


and voltage variations. 


DEPENDABLE TIMING... assured by a jeweled 


balance, with a hairspring of special non-rusting, DUST-PROOF CASE. . . of pressed steel, with pry- 


temperature-compensating alloy. outs bottom and back. 


REVOLUTIONARY MECHANICAL CONTACT... FULLY GUARANTEED .. . by Sangamo. 


SANGAMO ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 





THE SANGAMO ELECTRIC COMPANY, 
established in 1899, is today one of the leading manufacturers 
of electric meters. In 1924, Sangamo engineers designed an 
electrically-operated clock. Thousands of Sangamo clocks are 
now in use. This is the background of experience which 
Sangamo brings to the manufacture of its time-switches. 
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The New 


SANGAMO 


FORM VS 
The New Low-Priced Synchronous Motor Time-Switch 


SYNCHRONOUS MOTOR... A slow-speed, high- 
torque, self-starting motor... powerful, sturdy, de- 
pendable...assures accurate operation on controlled- 
frequency circuits. Built for 25-, 50- and 60-cycle 
. . speed 240 rpm (at 60 cycles). 
DEPENDABLE TIME...The Sangamo synchronous 
motor insures unvarying accuracy on regulated 
circuits. 


MECHANICAL CONTACT...same slow-acting type 
as used in the VW. Thoroughly tested. 





THE SANGAMO TYPE T TIME-SWITCH... 


Where service is uncommonly severe .. . or requires a large num- 
ber of “ons” and “offs”... where only the finest switch is good 
enough... the Sangamo Type T is recommended. Mercury- 
tube contacts, independent of frequency and voltage variations. 
A.c. or d.c. operation. Conduit-connected or meter-terminal base. 


SANGAMO ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 


FREQUENCY OF OPERATIONS...3“on”and“off” 
periods, each 24 hours. Sunday and holiday cut-out. 
Manual operation without disturbing the sequence. 


DUST-PROOF CASE ... of pressed steel, with pry- 
outs bottom and back. 


INTERCHANGEABILITY OF PARTS. . . case, con- 
tacts, dial and operating levers interchangeable with 
the VW. 


GUARANTEE .. . by Sangamo. 
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“Cheap Tapes Will Not Stand 
Up in Marine Work so We Use 








DUTCH BRAND Exclusively” 


Says 
HARRY S. SKOBORG 
Marine Electric Co. 
Portland, Oregon 









tows 

i- 
oe ee* 
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rete 


O TEST of 
DUTCH BRAND 
“Extra Service’ quali- 
ties is too severe. § 
Mr. Skoberg's letter, ¥ 
reproduced above, is 

proof that DUTCH BRAND 
actually possesses the “Extra Service” qualities listed below: 
1. Manufactured by our own 4 ply saturation process. Not 2 coats or 3 coats of com- 


pound, but 4 plies of rubber uniformly applied that give it 
and long lite in any climate. 


. The 4 ply process eliminates pin holes and insures extra insulating safety. One thick- 
ness of this tape resists 2200 volts 


. The edges do not fray. Every inch is clean cut and usable right down to the core, no waste. 
. Itis made on a base of tough close-woven sheeting that brute strength can't easily break. 


. Its great adhesiveness is always fresh. It lasts and is not of the gooey or messy type. It 
won't dirty the hands. 


6. Itis neatly packaged in small sizes for the consumer and shop sizes for the contractor. 
You may have an opportunity of examining “Extra Service” 
Friction Tape without cost to you by merely clipping the 
coupon below. 


DUTCH BRAND Friction Tape, Rubber Tape and Soldering Paste 
are sold by electrical jobbers everywhere 


VANCLEEF BROS. *'isie 
: 1910 

Manufacturers DUTCH BRAND Friction and Rubber 

Tape and Soldering Paste 

























vaw 





Woodlawn Ave., 77th to 78th Sts., 
Chicago, U. S. A. 


DUTCH BRAND Soldering Paste 

scientific mixture. Cleans as it 
works. Holds solder fast. Less 
paste required per job. 





a Van Cleef Bros. Rubber _Insulat- 
g Woodlawn Ave., 77th to 78th Sts.,Chicago, Illinois § ing Tape 
8 Gentlemen: We would like to testthe “Extra Service” © Fuses instantly 
8 qualities of the following DUTCH BRAND products: §& without heat. 
; OC) FrictionTape ORubberTape CO Soldering Paste : x into os 
soli piece. it 
‘ Name .« Os -t-r-e-t-c-h-e-s 
& Kind of Reten § without breaking 
# Street Address g Because it con- 
‘ Cit ‘ § tains 20% more 
g City tate 8 live, new rubber 
8 Jobber's Name ' 


wwe nee enw mmm meee ewe ewe wee wan = ol 


DUTCH BRAND FRICTION TAPE 











A PIONEER: J. L. Vaughan has been an 
electrical contractor in Pendleton, Ore., 
since 1903—30 years. Before that he 
was in a power-house in Pendleton in 
the d.c. days. They had an old Edison 
bi-polar machine and a G.E. multipolar 
which was hooked in parallel with the 
Edison machine. There were also two 
250 K.W. T-H arc machines. He can 
tell many electrical yarns from away 
back and has seen all the famous Pen- 
dleton Round-ups come and go. “Talk 
about bull-dogging steers,” he _ says, 
“did you ever try to bull-dog an Edison 
bi-polar?” 





Electrical Committee membership 
when, in the opinion of the chairman 


| they are desirable and non-controver- 


sial, or upon request in writing of not 
less than five members of the com- 
mittee, or upon a two-thirds favor- 
able vote of an article committee ad- 
vising such letter-ballot. The present 


_ procedure provides that such propo- 
| sals which receive favorable votes by 





letter-ballot from two-thirds of the 
Electrical Committee membership 
shall be declared recognized interim 
revisions of the National Electrical 
Code. 

The present procedure has been 
protested by several industry groups, 
on the following grounds: 

1. Highly controversial and revolu- 
tionary changes in the Code may be 
submitted to letter-ballot without oppor- 
tunity for discussion and full exchange 
of views in an Electrical Committee 


meeting, under which sound procedure 
the Code has been developed since its 


| inception. 


2. The present interim revision pro- 
cedure encourages the withholding of 
controversial matters from regular 
meetings of the Electrical Committee, 
and their submittal only to letter-ballot 
between meetings. 

3. Such procedure will destroy the 
value of mature deliberations in the 
Electrical Committee regular meetings. 

4. Many municipalities have enacted 
ordinances referring to the National 
Electrical Code “as approved by the 
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THOUSANDS OF 


INQUIRIES 


































g of proper Mahogany finished Electro- 
trim has been used in this photograph. k= 


es 
tie 


If you haven’t 
already taken 
advantage of this 
offer do so today. 


™ = y} fi, 
Min y 


The phenomenal response to Electro- 
trim’s announcement is due to the fact 
that anyone with imagination, vision and 
knowledge of the electrical industry can 
see the tremendous market for Electro- 
trim. No wonder inquiries and orders 
are pouring in at the rate of more than 
100 a day! The “wide awake” of the 
‘ industry are taking quick action to get 
their share of the BIG PROFITS offered 
by this long awaited electrical specialty. 
Overnight has been born a new oppor- 
tunity for business improvement in the 
electrical industry. If you are not among 
the thousands of Electrotrim enthusiasts 
—stop—and think a moment— 


. tz Picture 40 million American homes and 
~ offices, practically every one of which 
needs more wall outlets. You know that 


2 —— . 

1 Gnderwriter’s Laboratories 

i INSPECTED ISSUE A-1 
§ NON-METALLIC SURFACE EXTENSION 
7 


~eaewwenweern eee eee ene eee eee eR ee 


; The first and only non-metallic surface extension wiring with this label & 


AND ORDERS 


vVE— 


SRMIOEI DEALERS, JOBBERS and PUBLIC UTILITIES 


are alive to the new opportunity created by 


ELECTROTRIM 


the chief reason why they are “putting 
up” with unsightly lamp cord extensions 
is COST. Now for the first time this 
sales resistance no longer exists! Now, 
everyone can afford MORE WALL OUT- 
LETS. Electrotrim brings, SAFE, Un- 
derwriters’ Laboratories approved, sur- 
face extension outlets within the means 
of the most modest budget. 


DEALERS — Electrotrim offers you over 
50% Profit on purchase price—35% on your 
selling price plus a BIG installation profit. 
JOBBERS — Electrotrim offers you over 


36% Profit on your selling price on a mate- 
rial every dealer wants to sell and install. 


PUBLIC UTILITIES—Electrotrim offers you 


the simplest and easiest method of increas- 
ing “load per meter.” 


ts Electrotrim is ready to sub- 
, stantially cooperate with any 


ELECTROTRIM !NC: H of these groups. You are 


a urged to act now while the 
Fa 


i field is wide open. 


ELECTROTRIM... 


UNION CITY, INDIANA 


"For Safety's Sake—See Your Electrical Contractor" 
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ILLUMINATION AS A PART 
OF ARCHITECTURAL DETAIL 
AND A 
FEATURE OF DECORATION 


In Federal Reserve Bank, Pittsburgh, Pa. 
Walker and Weeks, Architects 


High level of illumination without glare. 
Cut made from unretouched photograph. 
Note absence of light spots. 


Our Engineering staff at your service with- 
out obligation. 


The 
FRINK CORPORATION 


23-10 Bridge Plaza So., Long Island City, N. Y. 











American Standards Association,” and 
serious confusion results when the ASA 
approval can be by-passed by informal 
“interim revisions” at any time after 
formal ASA procedure has been prop- 
erly observed. 


—_——— 


FLATLAND HEADS CALIFORNIA 
ELECTRAGISTS 

Lloyd Flatland, president of the 
San Francisco Electragists, has as- 
sumed the presidency of the Califor- 
nia Electragists upon the resignation 
of Tom Harris of the H. S. Tittle 
Co., according to announcement made 
by Edward Martin, secretary of both 
the San Francisco and the California 
Electragists. A fall meeting of the 
California Electragists is contem- 
plated upon the return of Frank 
Sievers, Executive Committeeman, 
from the A.E.I. convention. 





SALT LAKE CITY AFTER NEW 
ORDINANCE 
For a considerable time past, elec- 
trical contractors of Salt Lake City, 
Utah, have been fighting for a new 
electrical ordinance. For a time it 
looked as though it were going 
through all right. Then a faction, 
representing the real estate interests, 
took exception to the proposals made, 
fearing that it would in some way 
injure their interests and began fight- 
ing it. Last June it was brought up 
and failed to pass, so it was up to 
the contractors to go at it again and 
sell everybody thoroughly. 
George R. Randall, president of the 
Salt Lake Electric Supply Co., was 
chosen as chairman of the committee 





George R. Randall 
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4 National 

AS 
ompany ig. 

Kansas pn Mo. 


Holt.” Price & 
Barnes 
fo Starrett 
en 


Inc. 





Electrical Contractor: 
Edward P. 
Allison Co., Inc. 














AMERICAN STEEL’ & WIRE COMPANY 


Big Figures in their Field 


Hand in hand with the moog ane polos of the day goes 
the selection of American Steel & Wire Company Rubber- 
Covered Electrical Wires and Cables. Interior wiring is so im- 


a that the best grade must be installed in order to eliminate 
azards. 


Meeting Underwriters’ Specifications is one thing; building 
absolute uniformity into wires and cables is another. When you 
specify either Americore or Amerite Rubber-Covered Wires you 


are completely assured of protection against defects. 


1831 1932 
AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago SUBSIDIARY OF UNITED Ua STATES STEEL CORPORATION ire State Bidg., New York 


94 Grove Stree? , Worcester AND ALL PRINCIPAL CITIES First Notenal Bank Bidg., Baltimore 


Pacific Coast Distributors: Co > ompeny, Russ Building, Sen Francisco __ Export Distributors: United States Steel Products Company, New York 
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CASH IN 


on 


“D-tach-O” 








Illustration of a complete “D-tach-O” 
installation. 

Note the simplicity of attaching or 
detaching the “D-tach-O” Lighting Unit. 





Here is a new product with distinctive improve- 
ments that will modernize display cases and for 
which there is a growing demand. 





All stores, large or small, are prospects for new or 
replacement work and it is a field that has received 
little attention. 





Fill out and mail coupon and we will mail complete 
information. 


W. 





Mre@ Inc 


Safety Electric Switches Display Case Lighting 














HIGH VOLTAGE SPECIALIST: W. A. Hef- 
felman of Electric Power & Construc- 
tion Co., Akron, Ohio. This firm spe- 
cializes in high voltage transformer 
work and because they are known far 
and wide as specialists in this work 
they are not forced into the sharp, prof- 
itless competition often experienced by 
the general electrical contractor. 





and acting with him are C. La Mont 
Felt, of the Felt Electric Auto Sup- 
ply Co., and R. R. Reid of the Reid 
Electric Co. There is also another 
committee working to get the ordi- 
nance through, and appointed by the 
Electrical League. This consists of: 
R. B. Maybee, chairman, electrical 
contractor; Lew Brown, manager of 
the Westinghouse Electric & Mfg. 
Co.; B. C. J. Wheatlake, Manager 
General Electric Co.; C. B. Hawley, 
president Inter-Mountain Electric 
Co., jobber; Paul Ashworth of the 
Utah Power & Light Co. ; and George 
Randall. 

Mr. Randall reports that things 
now look favorable to the clearing up 
of the uncertainties of the opposition 
and the early passage of the ordi- 
nance. In general, the proposed or- 
dinance contemplates the following: 

A $25 contractor license fee; no 
clause bringing the journeyman into 
the picture; examination of all con- 
tractors annually; examining board 
to meet quarterly; fee of $10 for ex- 
amination; examining board to con- 
sist of five members: city inspector, 
one contractor, one building main- 
tenance man (real estate), one repre- 
sentative of the Fire Underwriters, 
and one other to be selected by the 
four. 





PUSH RESIDENTIAL MARKET IN 
CALIFORNIA 

A booklet entitled “The Ideal Elec- 
tric Home” is being distributed 
through the industry in California by 
the Pacific Coast Electrical Bureau 
for the purpose of developing greater 
enthusiasm on the part of all branches 
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1/6 Horse Power Century Type RS Repulsion Star 
Induction Single Phase Motor— Cushion Mounted 


TIME TELLS 
THIS STORY 


For nearly 18 years Century Repulsion Start Induction Frac- 
tional Horsepower Motors have been giving daily proof of 
thoroughly satisfactory performance in the operation of House- 
hold Refrigerators and other automatically controlled equip- 
ment ... This same ability has also been fully demonstrated in 
the Oil Burner Industry, ever since its beginning . . . Facts like 
these —told by the test of time —in all climates —indicate that 
anyone interested in positive year-after-year motor satisfaction 
should thoroughly investigate 
Century Motor advantages... 





Remember 
M OTO RS Customer Satisfaction Pays! 


CENTURY ELECTRIC COMPANY, 1806 PINE ST., ST. LOUIS, MO. 
Offices and Stock Points in Principal Cities 


ALTERNATING AND DIRECT CURRENT, SINGLE PHASE, POLYPHASE, SPLIT PHASE, MULTISPEED 
AND SPECIAL MOTORS, RANGING IN SIZE—DEPENDING ON TYPE—FROM 1/6 TO 250 H. P. 











RS-11-1/6 


FOR MORE THAN 28 YEARS AT ST. LOUIS 
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ARE WE 


RIGHT 
WRONG? 











As pulley manufacturers we believe that 
making and selling pulleys—no matter 
how good they are—is only a part of our 
job. 

Important as good pulleys are, they are 
only a part of the drive, and they cannot 
alone assure the full dependability in 
power transmission that machine users 
need. 


That's why we concern ourselves with 
complete drives. That's why we employ 
experienced belt-drive engineers. That's 
why we developed the ROCKWOOD 
pivoted motor base, to give drives auto- 
matic control of belt tension. That's why 
we are now introducing a new product— 
ROCKWOOD BELT-PULL— to make 
belts give better pulling performance. 


We believe that motor men, too, must 
do more than sell, repair and install mo- 
tors. The motor man whose service em- 
braces engineering, machine layout, wir- 
ing and switches, belts, pulleys — every’ 
thing from power connection to driven 
machine—assures better satisfaction to his 
customers and better profits to himself. 
It's the sure way to develop and protect 
his business future! 


Are we right or wrong? If you think 
we are right, we want you to know more 
about ROCKWOOD Pulleys, more about 
ROCKWOOD pivoted-motor drives, more 


about our new product, ROCKWOOD 
BELT-PULL. 


While pulleys change scarcely any in 
their pulling capacity, belts do change! 
Unless belt surfaces are cleaned and re: 
conditioned from time to time, the pun- 
ishment of dust, grit, heat and moisture 
cuts down their pulling capacity. Thus 
the entire drive suffers, and both motor 
and pulleys may get unjust criticism. 


ROCKWOOD BELT-PULL works won- 
ders with old, worn belts. It puts new 
life in them—gives them new GRIP. And 
it acts instantly! Unlike old fashioned 
belt “dressings”, it contains no grease 
that must soak in or dry out—no wax to 
lump up on belt or pulleys. Easily ap- 
plied from the handy tube, it spreads 
smoothly and takes hold instantly, giving 
an immediate increase in pulling capacity. 


We want every motor man to carry a 
tube of ROCKWOOD BELT-PULL in 
his tool kit—to use on belts that refuse 
to pull their full load. After you use 
one tube, you will probably wish to carry 
a stock, for your own use and to sell to 
your customers. There's a good profit 
for you. 


Are we right or wrong when we urge 
you to sell and service the drive com- 
plete? If you think we are right, mail 
the coupon below. 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 


I think you are right! 


Please send printed matter and prices of ROCKWOOD PULLEYS 


(2540 stock sizes) and ROCKWOOD pivoted-motor drives (stock sizes from Yg to 100 H. P.). 


Also please send free tube (25c retail value) of ROCKWOOD BELT-PULL. 
Also please give wholesale price. 


good use in servicing belt drives 


I will put it to 


(E.C.) 
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Address . 











of the industry in the new business 
which will result from the more com- 
plete electrification of the home. 


The ideal electric home is full Red 
Seal with all of the appliances plus 
electric heat. The activity is shown 
as one in which everyone profits. 





CITIZENS SPONSOR JACKSONVILLE 
CODE 


Jacksonville, Fla., has just adopted 
a new city code which had the spon- 
sorship of a citizen’s committee on 
which was represented all organized 
commercial interests of the city. 

The new ordinance limits the work 
of maintenance electricians to altera- 
tions and extensions to existing 
branch circuits. 


a 


EL PASO PASSES NEW ORDINANCE 

A new wiring ordinance has been 
placed in effect in El Paso, Tex., 
which provides for licensing of mas- 
ter electricians or their superintend- 
ents, wiremen and factory mainte- 
nance men. The fee for master elec- 
tricians is $250.00 upon examination 
and $25.00 annual renewal. If the 
license is taken out for a new super- 
intendent, the new man must be ex- 
amined and the fee is $15.00. All 
classes of licenses are granted only 
upon examination. 

The ordinance requires the city in- 
spector to prepare a “Book of Rules” 
interpreting the National Electrical 
Code and setting up such special rules 
as are desired. This book becomes a 
part of the ordinance. 

Reinspection is provided for in the 
new ordinance and also exit lighting 
on separate circuits for all buildings 
which the Texas laws require to be 
equipped with fire escapes. 

Except for extensions outside the 
fire zone all wiring must be some 
form of approved conduit, duct or 
raceway. 

The “Book of Rules” goes into 
considerable detail and among other 
things sets up a definite table of de- 
mand factors by occupancies. It also 
requires that conductors shall not 
have a drop of more than 2 percent, 
that in kitchens without a convenience 
outlet the lighting fixture shall be 
wired with No. 14 wire, that no drop 
cords shall be permitted in closets, 
that radio plugs shall not be mounted 
in the same box with light or power 
circuits. 
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A PROFITABLE 
INVESTMENT 
FOR 
EVERY 
CONTRACTOR 


By adopting the NATIONAL ELECTRICAL RESALE PRICE SERVICE you are 
acquiring a "Silent Partner,"' who will work for you every hour of the day, every 
day of the week, without complaint — helping you to turn losses into PROFITS. 


KEEPS YOU ON A SAFE COURSE 


You, no doubt, buy right but are you certain that your selling price includes a Profit? 
You don't want to overcharge a good customer, yet you are entitled to a fair price—take your 
customers into your confidence, show them the price in the book—this proves that you are 
prepared to give them the benefit of changes in prices as quickly as they occur, at the same 
time offers silent testimony that your prices are fair and that you charge everyone alike. 








PAYS PROFITS 


If you have been dissatisfied with your profits, here is something that will make money for you 
every day in the year. We have issued a little booklet which describes in detail this unusual 
Service that successful contractors are using daily to increase their profits, save time, and build 
customer confidence. Would you like to read it? It's yours for the asking; simply attach your 
letterhead to the coupon below. 


Henderson-Hazel Corporation, 
5005 Euclid Ave., 
Cleveland, Ohio. 


Gentlemen: 


Without obligation please send us your booklet describing the NATIONAL ELECTRICAL 
RESALE PRICE SERVICE. 
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Threads, while occupying but a small part of each length of 
conduit, play a very important part in installation. If they fit 
easily, the job moves ahead rapidly—if trouble results from 
faulty threads, time is lost and someone loses money. For this 
reason, the threads on Fretz-Moon Conduit are cut deep, 
sharp, clean and true—they fit faster and save money. Fretz- 
Moon Conduit is available in three finishes—ENAMELITE, 
black enamel; ELECTRO GALVITE, electro-galvanized; HOT 
DIPPED GALVITE, hot galvanized. Choose from these three. 


FRETZ-MOON TUBE COMPANY, INC. ¢ BUTLER, PENNA. 


TRETZ-MOON 


R/IG/D CONDUIT 























Lighting For Contractors 


By a Manufacturer Who Understands Your Problems 


In order 
that the fin- 
est possible 
lighting 
effects may 
be secured 
for any 
building, we 
maintain 
a completely 
equipped 
lighting dem- 
onstration 
studio at our factory. 

Here—with the hearty coop- 
eration of our corps of experi- 
enced lighting engineers—a 





HUB ELECTRIC COMPANY | 


complete program of lighting 
effects can be worked out, and 
Hub equipment specially de- 
signed to produce every desired 
lighting effect. 


You are cordially invited to 
make free use of all of our fa- 
cilities as it fits your conveni- 
ence. The complete facilities of 
our capable organization are 
yours to command. 


FREE 


Comprehensive Lighting 
Handbook just published. We 
will be glad to send it to you. 








Complete Electric Lighting Equipment 


Factory and General Offices: 
2219-2225 West Grand Avenue, Chicago 
Telephone Seeley 6440-1-2-3 


Branch Offices: 
New York, Toledo, 
Milwaukee, Minneapolis 
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A 
ROLL 
O'’ 
TAPE 


ELECTRICAL FLASHES 
GATHERED AMONG THE 
BIG WIRE AND PIPE MEN 
BY 


ELECTRICAL CONTRACTING'S 
FIELD EDITORS 





T. (Doc) Souder was presented 

¢ with a gold medal from the Wash- 

ington Electrical Bowling League at 

the start of the fall play a few weeks 

ago. Doc has been president of the 
league since 1924. 


ILLIAM GUSCOTT, Denver, 

started in the electrical business 
forty-two years ago in Philadelphia 
when there was no insulation for wiring. 
Now he is on the Denver code commit- 
tee and says “There will be no letting 
down of standards in revising the code 
rules.” 





OM J. BENNETT, well-known 

estimator and former electrical con- 
tractor of San Francisco, has an- 
nounced the opening of a quantity sur- 
vey bureau to supply complete and 
detailed lists of materials to any elec- 
trical contractor requiring such a sur- 
vey on any electrical construction 
project. The contractor does his own 
pricing and labor estimating. Mr. Ben- 
nett also intends to render a general 
engineering and estimating service to 
contractors of the San Francisco Bay 
region. 





DETER A. Johansen, Council Bluffs, 

Ia., contractor, makes his vacations 
pay a cash dividend. He has a ten year 
lease on a private lake which he has 
stocked with fish and charges admis- 
sion. Its immaterial to him whether its 
fishing in conduit or the lake, provided 
it’s profitable. 





lp Wasatch Electric Co., Salt Lake 
City, Utah, has leused one of its win- 
dows and a good section of the store 
space back of it to a plumber who is 
also the agent for a mechanical stoker. 
This arrangement not only pays better 
than a third of the rent, but is the 
means of getting them wiring jobs in 
connection with the installation of 
stokers, the latter being electrically 
controlled. The electric company, on 
the other hand also helps materially 
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in getting prospects for the stoker 
agent, both for the stoker and for his 
plumbing business. The officers of the 
Wasatch Electric Co. are G. W. Fos- 
berg, president; R. E. Bartlett, vice- 
president, and Norman W. Fosberg, 
treasurer. 





CONTRACTORS who are doing a 
satisfactory business are the ones 
who employ salesmen-wiremen. Martin 
Flynn of Council Bluffs keeps five men 
busy and they in turn help to keep 
themselves busy. One job of changing 
a meter location resulted in two days 
work of small improvements such as 
porch lights, new fixtures, convenience 
outlets, etc. 





AGE Sherlock Holmes. A Fort Col- 

lins contractor missed 500 ft. of black 
conduit on a school job. Investigation 
disclosed the fact that each clothes 
closet was equipped with nice black 
enameled pipe for supporting coat hang- 
ers. By connecting these two facts the 
electrical contractor collected the price 
of his conduit from the general con- 
tractor. 





M. LARSEN of the Brainerd Elec- 

tric Co., Brainerd, Minn., recently 
proved to one of his customers that a 
good way to catch thieves is to leave 
a window unlocked and partly open— 
provided Mr. Larsen’s wiring for a burg- 
lar alarm is set. This customer who 
was “cleaned” out twice before the 
place was wired, had his doubts, but 
they were dispelled when one night the 
bell in his room went off to tell him 
that a couple of blocks away his road- 
side store was to be “cleaned” again. 
It did not take long before three fellows 
were facing the muzzle of a shot gun, 
and an inexpensive wiring job helped 
to put a stop to the helping ways of 
three men about town and prevented 
a good sized loss. 





4 N. Lang, for several years electri- 

* cal inspector at Orlando, Fla., has 
opened a contracting office at Orlando, 
but will operate throughout the state 
specializing in outdoor lighting and sig- 
nal work, besides carrying on a general 
wiring business. 





A exceptionally good condition is 
maintained in the city of Poca- 
tello, Idaho, from the electrical con- 
tracting standpoint. This is a city of 
18,000 population with just three con- 
tracting concerns and not a curbstoner 
operating openly. The reason for this 
is a good electrical ordinance, properly 
enforced. The ordinance calls for a 
license fee of $25 and a $5,000 bond, 
and specifies that no man can be a 
licensed contractor unless he maintains 
a place of doing business in the down- 
town section. This is not interpreted 
to mean desk room or some nominal 
headquarters. This place of business 
must show that he is legitimately en- 
gaged in business and making an hon- 
est effort to operate that business. 





URRAY 
SWITCHES 


The pioneers in accessible fuse switch manu- 
facture announce new and advanced design 
of ‘‘one operation’”’ meter, entrance and poly- 
phase switches. 


The new switches have dual switch contacts 
with arc quenching, are side handle operated, 
and bases are not mounted flush with back of 
cabinet, thus assuring even greater ease in 
wiring. 


Murray Switches assure 
speedy work. Speed is es- 
sential in this age of keen 
competition. Murray 
Switches with their “plenty 
of knuckle room”’ feature, 
assure easiest wiring and 
with easiest wiring comes 


SPEED. 





Meter Service Switch Wherever an “Approved 
Catalog No. 1065 ae i" 
60 Amp. 125-250 Volt, List’’ is issued you will find 
3 Wire, 2 Cart. Fuses, 
- 2 Blades, Solid Neutral. Murray O. K. 


The coupon is for your convenience in requesting catalog 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 
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. Metropolitan Device Corporation ; 
# 1250 Atlantic Avenue 4 
; Brooklyn, N. Y. a 
' 7 
. Name . 
H Address : 
. Please send — . 
s Murray Switch Catalog 5 
H ‘ 
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ANSONIA 


ANNUNCIATOR WIRE 
ANTENNA WIRE 


THERMOSTAT CONTROL 
CABLE 
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/ | Wp Aton 
HALF POUND 


ANNUNCIATOR 
WIRE 
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With the vacation season at 
an end and people getting ready 
for the long indoor season, it is 
time to overhaul radio and oil 


furnace control connections. 
Have you ample stock of wire 
ready to instantly take care of 
these demands for quick service? 


Write us for prices on the 
items you need to fill in the holes 
in your stock while we can still 
make you immediate shipments. 





Manufactured by 


The ANSONIA 


Electrical 
Company 


Ansonia, Conn. 


© 


ANNUNCIATORS - BELLS - BUZZERS 
PUSH BUTTONS - WIRE 




















PRACTICAL 
METHODS 


REMOVABLE RANGE SERVICE 

A removable combined house 
meter cabinet and fuse box of steel 
for range wiring has been designed 
by J. M. Zarwell, an estimator for 
the Collins Electric Company in 











Stockton, Calif., where it is now be- 
ing used. 

The cabinet and assembly consists 
of a run of 1%-in. conduit with a 
weather head atached and bonded 


into a steel cabinet. In the cabinet 
are first a 100 amp. toggle main 
switch, below which is tapped off a 
fuse block containing fuses for light- 
ing circuits. These can be arranged 
in any number up to 10 circuits. 
Next is a tap with a 30 amp. fuse 
block from which there are two No. 
8 leads for a water heater. In an- 
other section is located a 60-ampere 
fuse pull out for a range. Three No. 
6 wires are brought to this for the 
range. All switches and fuse com- 
partments are segregated and pro- 
vided with a dead front panel. Suffi- 
cient room is left in the box with two 
lighting circuits for four 60-amp. 
pull outs in case electric heating is 
desired. 

The width of the box is such that 
it can be used recessed between the 
studding if so desired. It has re- 
ceived the approval of the fire under- 





A Pigtail Joint 


without solder or tape with the 


SHERMAN 


Bakelite Fixture 


CONNECTOR 


One size only takes any needed 
wire combination. Speedy, too— 
no special preparation of wires 
necessary. 


Convenient in size—fits easily 
into smallest canopies—all wire 
held securely by screw wedged 
in "Vee" shaped opening. 

No metal parts to cause shorts. 
Use the New 
Sherman Bakelite 
Fixture Con- 
nector. 












FREE 
Sample 


Patented 
Approved 


Sold by Jobbers | 
H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan 











a 


Subscribers 


You can’t afford 
to miss a single 
issue 


Give us your 
new address if 
you have 
moved 


i 
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MINERALLAC 


PRODUCTS 


te 


1. 2. 

HANCERS FOR CABLES & CONDUITS 
Easi 
* 








iy the best for quick, low-cost 
installation work. Send for full details 
and costs. 


1 Hanger without Por- 
celain Bushing. 
Spring steel; stronger, 
quicker, more compact- 
ly arranged. 


2 Hanger attached to 
steel beam with bolt 
and nut. 


3 Jiffy Clip—quicker, 
neater work at less 
cost. 





acne Joint or Pot- 
head Compound—8 


grades for every sys- 
tem, underground or 
overhead. 





MINERALLAC ELECTRIC CO. 
25 North Peoria Street, Chicago, il. 











writers and the local 
authorities in Stockton. 

In the installation shown opposite 
a special ruling was granted because 
of the low roof of the house. Ordi- 
narily the conduit run is sufficiently 
long to comply with Railroad Com- 
mission requirements. 

This assembly offers a removable 
range wiring installation for a tenant. 
For very little expense, upon moving, 
this assembly can be removed by an 
electrician and reassembled at the 
new location. 


inspection 


FIXTURE ESTIMATE FORM 
The East Moline Electric Com- 
pany (Ill.) finds that many custom- 
ers like to look at fixtures and then 
let some time elapse before purchas- 
ing, or in some instances they like to 
go elsewhere and compare values. 
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estimate blank was printed. This is 
filled in with the fixture numbers 
that appeal to the customer, together 
with price and lamp wattage. 

Later the customer may phone and 
order the set delivered that he liked 
so well during his first call. The 
order filler refers to the file under 
the name of the customer, notes the 
kind of fixture, bin number, and 
\lamp wattage and has the order 
pon a to go in a few minutes. 

| The number on the display fixture 
|and the fixture bin is the same and 
ithe salesman merely jots down these 
| numbers from the fixtures that inter- 








For that reason the accompanying | 


} 
| 


Write for 


Information 





est the customer as he shows the 
line, 





lt will 
turn on light... . . 
startafan...:.. 
ringabell ..... 
turn on a heater. . . 


start a motor . . and 


what have you 


Sell 





Ratchet type relay. 

Rated to carry and break 
20 amp. at 110 volts. 

Can be furnished for various 
voltages a.c. or d.c. 


Compact, mounted on 5S by 3 inch 
base. Overall depth 2% inches. 


Full 


GTRUTHERS / DUNN INC 





PHILADELPHIA PA. 
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How to rewind all 
types of fractional 
horsepower motors 





Just published 
New 2nd Edition 


REWINDING 
SMALL MOTORS 


By BrayMer and Roe 
263 pages, 6 x 9, 240 illustrations, $2.50 


HIS book gives practical details of repair shop 

practice, with step-by-step procedure for re- 
winding all types of fractional horsepower direct 
and alternating current motors for portable drills. 
automobile starters, sewing machines, electric 
fans, vacuum cleaners, washing machines, etc. 


The number of small motors in service is grow- 
ing by leaps and bounds due to their use in many 
newly developed commercial and_ household elec- 
tric machines and appliances. With many revi- 
sions throughout, the new edition of this book is 
made a complete, up-to-the-minute manual for the 
man who wants to handle work in this growing 
field of motor service. 


Especially important is the information given 
on the latest condenser or capacitor type single- 
phase motor developed for devices requiring two 
and three speeds from single-phase motors. 


This new edition gives you practical data 
and methods on such topics as: 


—things to do before a job is sent to the repair 
bench 


—recording winding data and stripping armatures 
—-insulating the armature core 

—loop winding 

—winding starter and generator armatures 
—testing armatures 


—rewinding procedure for small alternating cur 
rent motors 


how a hand winding is put on a stator 


—rewinding small universal motors, compensated- 
series motors, single-phase fan motors, etc. 
etc. 


—changing single - phase windings for two and 
three phase operation 


See this book 10 days free 
Send this coupon 


Setran. Hill Book Co., Inc., 
. 42d St., New York, N. Y. 


at me Braymer and Roe’s Rewinding Small 
Motors, $2.50, postpaid for 10 days’ free ex- ; 
' 
' 
' 


' 
' 

‘ 

fhe 

‘ 

' 

; amination. I will send $2.50 or return the 

' book within 10 days of receipt. 

' 

i NE Sadat esisetmanainiaaetdaminteeudune beets ' 
‘ ' 
CMY intaseciiconsiasccnienceseuceectaisunareas ' 
' ' 
SP Oe Gite cesenscncsscccsgsoseecscccsensssese } 
' ' 
© GRIME cccccscccsceccccncesesscsscsescestesens : 
' ' 
© CUED eccccscescsccccecsccnsesntsssscumesenies : 
: B.C.i0-32 | 
‘ (Books sent on approval to retail ' 
° purchasers in U. S. and Canada only.) ; 
Cee eee eee eee eee eee eee eee eee eee eee 





A DEPARTMENT FOR THE ANNOUNCEMENT OF ACTIVITIES 

OF MANUFACTURERS THAT ARE OF INTEREST TO CON- 

TRACTORS, SUCH AS CHANGES IN EXECUTIVE PERSONNEL, 
BRANCH OFFICES, NEW PRODUCTS, ETC. 





CHANGES IN SANGAMO 
PERSONNEL 

Sangamo Electric Co., Springfield, 
Ill., announces the following changes 
in its personnel : 

W. H. King, formerly located at 
Birmingham, Ala., has been appointed 
district manager of the east central 
district, with headquarters at Louis- 
ville, Ky. J. H. Patton goes to Bir- 
mingham as district manager of the 
southeast division, and J. W. Durkin, 
who has been with the company’s Chi- 
cago office, succeeds Mr. Patton as 
district manager in Kansas City, Mo. 

In the time-switch division, B. W. 
Dickerman, formerly at Springfield, 
has been transferred to the eastern 
district with offices in New York 
City, and H. von Brandenburg, man- 
ager of the time-switch division, will 
make his permanent headquarters at 
Chicago. 





WESTINGHOUSE DEVELOPS NEW 
FRACTIONAL H.P. MOTOR LINE 
Westinghouse Electric & Manu- 

facturing Co., East Pittsburgh, Pa., 
has developed a complete new line 
fractional horsepower motors, 
consisting of an entirely new type of 
capacitor motor and the redesign of 
the older types of other small motors. 

A degree of interchangeability 
heretofore unapproached in small 
motor manufacture has been achieved 
in the new designs, the manufacturer 
claims. Frames, shafts, bearings and 
mounting arrangements are inter- 
changeable, rating for rating. 

All types of small motors are 
affected by the redesign. Split phase, 
capacitor, repulsion-induction, poly- 
phase, direct current and repulsion 
motors will comprise the new line. 


of 





First of the new line to be put into 


production is the capacitor type 
motor, used in refrigerators, oil 
burners and stokers. Production on 
the other types of motors will be 
started as soon as changeovers in 
shop equipment are completed. 





ADDITION TO WIREMOLD LINE 

The Wiremold Company, Hart- 
ford, Conn., in its latest price sheet 
(No. 1-LS), announces a lighting 
strip addition to the Wiremold line. 

This new lighting strip and its fit- 
tings, designated as the No. 1100 
Wiremold series, is designed to still 
further adapt the Wiremold line to 
the requirement of the new decora- 
tive lighting technique for stores, 
offices, modern hotels, theatres, and 
apartments. With the addition of 
the new 1100 series the Wiremold 
line now embraces four distinct divi- 
sions, including the 500, 700 and 1000 
series. A recent Wiremold Idea 
(No. 22), describes and illustrates 
the application of Wiremold and fit- 
tings to the new technique. 





SEARLS HEADS ESSEX SALES 

The Essex Wire Corporation of 
Detroit, Mich., announces the ap- 
pointment of J. G. Searls, general 
sales manager, in charge of the sales 
of Essex Wire Corp., as well as its 
subsidiaries, The Paranite Wire & 
Cable Corp., New York Insulated 
Wire Co. and Ilewill Manufacturing 
Co. Mr. Searls will have his office at 
the Detroit plant of the Essex Wire 
Corp., located at 37 Manchester Ave. 





General Electric Co., Schenectady, 
N. Y., has published bulletin GEA- 
1628 on squirrel-cage motors, to- 
gether with G-E control for these 
motors. 
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New Electrical Products 








A double-range ohmmeter, which 
is a self-contained instrument re- 
quiring no external source of volt- 
age for its operation, and measur- 
ing ohms as directly and easily as 
a voltmeter measures volts, is an- 
nounced by Wesuinghouse Electric 
& Mfg. Co., East Pittsburgh, Pa. 
Resistance ranges of 5000 and 50,- 
000 ohms are selected by flipping a 
toggle switch. Powered by an or- 
dinary 1.5 volt flashlight cell, in- 
strument requires such minute cur- 
rent that the useful cell life is de- 
termined more by the “shelf life” 
than by the service to which ohm- 
meter is subjected. Unit has an ex- 
ternal means for adjusting for 
change in cell output on side of the 
case. 








G-M Laboratories, Inc., Chicago, 
Ill., announces the Foto-Switch, a 
photoelectric relay, which em- 
bodies an electro-magnetic switch 
which is opened or closed by the 
interruption or variation in the il- 
lumination on the photoelectric 
cell. The parts of this unit include 
Visitron type B photoelectric cell, 
transformer, magnetic relay, wire- 
wound potentiometer, tube, con- 
densers and terminal strip. Full 
accessories, such as lenses, light 
sources, light filters, special trans- 
formers, magnetic counters, power 
switches and mirrors are also avail- 
able. Unit is mounted on a black 
enamel base, and manufacturers 
claim that Foto-switch is capable 
of handling many commercial ap- 
plications which do not require the 
ruggedness demanded of industrial 
installations, such as door-opening, 
automatic illumination control, bur- 
glar alarms, control of electrical 
displays in store windows, etc., etc. 

















Class 9001, type BW-13, a mo- 
mentary type water and dust-tight 
control station is being manufac- 
tured by Industrial Controller Divi- 
sion of the Square D Co., Milwau- 
kee, Wis. The control station is 
available in three designs: type 
BW-13 marked “start” and “stop”; 
type BW-13A marked “start” only, 
and type BW-13B marked “stop” 
only. The cast iron enclosure is 
gasketed to exclude water and dust. 








A line of general purpose mill 
type starters for constant speed d.c. 
motors has been announced by the 
General Electric Co., Schenectady, 
N. Y. Starters utilize accelerating 
contactors which have been de- 
signed not only to act in the capac- 
ity of a relay to provide time delay, 
but also to short out starting re- 
sistor by means of a contact finger. 
Accelerating contactors are 
equipped with  silver-faced tips. 
Starters are available in sizes from 
1 hp. up to 75 hp., and each starter 
mounts the following devices: 1 
line contactor, equipped with inter- 
lock for undervoltage protection 
(when used with momentary con- 
tact start button); 1 to 3 magnetic 
time accelerating contactors; 1 nor- 
mal overload relay; 1 starting re- 
sistor, and 1 sheet metal enclosing 
case, ventilated, adapted for wall 
mounting. 











NEW. .csy 


way to make 


MONEY 


..- RIGHT ALONG 






Selling Chromalox Rep ~ 
ment Range —— mm 
210.36 in 4 Saeale ‘oe 
eading, Mass. dea 





GO AFTER REPLACEMENT RANGE UNIT 
BUSINESS WITH CHROMALOX UNITS 


Clapp & Leach sold 54 units in 4 
weeks. Altoona, Pa. dealer made 
$136.50 in 2 months. Richmond, 
Va. contractor sold 48 units in 4 
months, made $187.20 profit. 
Chromalox replacement units are 
a money-making, depression- 
proof item. Range owners want 
to buy them. Easy to install, sizes 
to fit every make of range, old or 
new. Write for sure-fire sales plan 
already in use by dealers; Liberal 
discounts; free sales helps, etc. 
No obligation. 








tractors. Plan 
lines up extra 


way for selling 
more electric 
ranges. Mail the 
coupon today 


MAIL WITH YOUR BUSINESS LETTERHEAD TODAY! 


E.L. Wiegand Co., 7585 Thomas Bivd., Pittsburgh, Pa. 
Without obligation, send us complete data 
about Chromalox Super-Speed Replacement 
Range Units and how we can e = 
selling them. There are approx. ........ 
ran oe in the territory we serve. Check which 
sell elec. ranges ( ) We do not sell elec. 
ranges. ) Send us catalogs about Chromalox- 
equip: electric ranges. 
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New Electrical Products 








A gas leak detector for electric 
refrigerators known as “Turner 
Halide Detector” has been placed 
on the market by The Turner 
Brass Works, Sycamore, Ill. In 
basic construction unit is an alco- 
hol burning blotorch having a spe- 
cially designed burner housing 
which syphons its air supply 
through a flexible rubber detecting 
tube. If open end of the tube is 
held im proximity to a leaky joint 
the gas is syphoned through and 
on striking the burner the color of 
the flame is changed from blue to 
green. Unit may also be used as a 
blotorch for general service work, 
such as soldering, heating coils to 
expel gases, and similar purposes. 
It has a flat pint capacity tank, and 
dual purpose needle valve which 
cleans the orifice or gas opening 
each time it is closed, thus prevent- 
ing clogging. The cool composition 
valve handle has a deeply corru- 
gated edge. All metal parts, except 
burner, have a_ highlv polished 
nickle finish. 





An electric bulb, similar to a 
lighting bulb, that produces ultra- 
violet health rays for domestic use, 
has been announced by the Cosmos 
Corporation, Newark, N. J. Lamp 
fits into standard light socket and 
operates on either a.c. or d.c. cur- 
rent, and it gives health rays at 
the turn of a switch. 











Illuminated house numbers in 
single-gang unit for one or two 
numbers (1 to 99 incl.), and two- 
gang unit for three or four num- 
bers (100 to 9999 incl.), are an- 
nounced by Arrow-Hart & Hege- 
man Electric Co., Hartford, Conn. 
Units are flush and designed for 
110 volt service. Numerals are 
white, illuminated at night, on a 
black field. Cadmium finished plate 
fits over a rubber mat. Standard 
candelabra base lamp is supplied 
with each unit. 

















Webster Electric Co., Racine, 
Wis., has placed on the market a 
portable sound amplifying system, 
consisting of a single, compact, 
leatherette covered portable case 
with 3-stage amplifier having push- 
pull pentodes in the output stage. 
A dynamic speaker is mounted in 
detachable section, having the larg- 
est possible baffling surface and can 
be located at any desired distance 
from amplifier and microphone. 
Case is provided with compart- 
ments and hooks for storing micro- 
phone, tubes, cords or other acces- 
sories. A double button carbon 
microphone with desk stand and 12 
ft. cord with plug is part of equip- 
ment. Net weight is 43 lbs. Unit 
will operate from a 110 volt, a.c. 
electric light outlet. 





A screw-driver with a flashlight 
in its handle has been placed on the 
market by Burgess Battery Co., 
Freeport, Ill., which can be recom- 
mended for 110, 220 and 440 volt 
work. The bit, which is manufac- 
tured by the Vichek Tool Co. 
Cleveland, is anchored in the han- 
dle and the manufacturers claim it 
will not twist off. The handle is 
efficient in shape and is easy to 
grip. The flashlight in the handle 
delivers a definite spot of light on 
the screw permitting the mechanic 
to use both his hands on his work. 


The Okonite Co., Passaic, N. J., 
has developed a full line of portable 
cords and cables having a special 
outer sheath which is impervious to 
the destructive action of oil or 
grease, called “Oilproof Okocord,” 
making it highly suitable for use 
around machine shops, garages, re- 
fineries, oil wells, etc. 














A line of gear-motors, readily 
adaptable for application to ma- 
chinery of widely various designs, 
has been announced by General 
Electric Co., Schenectady. The 
underlying principle of the gear- 
motors consists of normal speed 
motor in combination with built-in, 
internal-helical planetary-gear speed- 
reducer. Other features are com- 
pact construction, full horse-power 
rating of motor at output shaft, 
economy of installation and opera- 
tion because of self-contained unit, 
and simple design. These gear- 
motors are available in either 
flanged or vertical mountings. 








The Trumbull Electric Mfg. Co., 
Plainville, Conn., announces the ad- 
dition to its “R. B.” industrial 
switch line of 30, 400, 600 and 800 
amp. sizes, making available a com- 
plete line of “R. B.” switches 30 to 
800 amp. inclusive, 2, 3 and 4 pole, 
230 and 575 volt, a.c., both side and 
front operated. Among the fea- 
tures of this line is a “Vystipe” 
fuse clamping device which manu- 
facturer claims reduces heating at 
fuse terminals to a great extent. 
Also the new sizes have a new type 
of roll contact; new style interlock- 
ing cover catch arranged for pad- 
locking. “on” and “off” indications 
embossed at extreme throw of han- 
dle and a cover handle. All termi- 
nals in unit are raised. 
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JOHN W. KEARNS ’ 4 
John W. Kearns of the Bryant Yager $ ‘ the line 
= S Electric Co., Bridgeport, Conn., died that satisfies all 
soldering needs 


No soldering paste 
could do better at 




















FUSE - REDUCERS any price so why not 
SWITCHBOARDS simplify your selling 
PANEL - BOARDS efforts by offering 

YAGER’S? 
THE iy CO. You can fill all needs 
| Write for Copy of Catalogue | cause it is packed 





not only in stand- 
ard-sized containers 
but in 10, 25 and 

















The MARR 
Only insulated 50 Ib. drums. 
wire connector 
with brass bind- Write for 
ing screw con- FREE 
tact. - Sample 
Approved by Underwriters ay 
Buy from your local cal jobber YAG E R sy i Alex. e.| Benson 
FREE Sample on request J. W. Kaorne SOLDERING nt 
Wrie ‘Ton August 15 in a swimming accident. | MSGS Hudson, N. Y. 
EN Sie , 
THE RATTAN MFG. C vy CONN. Mr. Kearns was with the company vou wae 
General Sales Agents for nearly 20 years and at the time ' 
HATHEWAY & CO., 225 Varick St., New York City || of his death he was in charge of ad- Since 1873 











vertising of the company. 


ARMSTRCNG BROS, || CHANGES IN WesT COAST PER- 
SONNEL OF GRAYBAR 
Patented CHAIN VISE]! The Graybar Electric Co., New 
will not crush || York, announces the retirement of 
conduit E. J. Wallis, Pacific Coast district 
This is the ideal vise to take] | manager, after more than 35 years 
ction. It is} Jof active service with the company. 
fou preven the “dis ,ablece Harry L. Harper has been ap- 
—— 4 os Forwed » Jew, pointed as Pacific district manager. ‘Pm 
Handle. alloy Screw.” Proo-|| Mr. Harper has been manager of When communicating with an 


tested Chains. > : : . 
advertiser mention 
ins ‘tev. Wate eld —_— Los Angeles office since 


a Toot Sethe Soma A. H. Nicoll has been appointed Electrical Contracting 
ph Be Neg manager of the San Francisco office. 
— - Mr. Nicoll, who has been sales man- 


ager at San Francisco, joined the 
company in 1910 and was made sales a ee | 


manager in 1925. “STANDARDIZE ON | 
FLD UR BOXES VARNISHED TUBING NEW STANDARD 


i) SIZE STANDARD TRANSFORMERS” 


j 
Manufacturers of flexible var- | 
ALL TYPES 
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Keep Up-to-Date| 


By reading these pages you will | 


















acquaint yourself with what is 
newest and best in electrical 


supplies and equipment. 
































ORDER 


nished tubing have adopted a new 
scale of standard sizes making the 
products of all manufacturers uni- 


Se SS ae SOs form with respect to inside diameter 
sizes. 


BY OVER 300 DISTRIBUTORS 
The Mitchell Rand Mfg. Co., 51 | im 
Fullman Manufacturing Co Murray St., New York City, has | snl 0 Se guelapia ste 
LATROBE; PA produced a card giving these new 
sizes. 


Wee bale (ele) ar belo Olt idclelel ae aula 
| s 


Send for 


Descriptive Bulletin 
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SX 
SHEATHED CABLE 


Nobody 
can tell you 
truthfully 
that there are 
better 
products 
than those 
made by 
Alphaduct 


Specify Alphaduct and 
SX to your jobbers 
salesman the next time 
he calls. 


ALPHADUCT CO. 


136 Cator Ave. 
Jersey City, N. J. 





ALPHADUCT 
LOOM 
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ORANGEBURG 


The 
Fibre Conduit Co. 


ORANGEBURG, N. Y. 


SOLE SELLING AGENT 


The world’s under 


ground cables 


ELECTRICAL CONTRACTING 63 


FIBRE CONDUIT 


TIME-TESTED IN 39 YEARS’ SERVICE 


are carried by “Orangeburg” 


Lame eg omn electric power is 
used, Orangeburg Fibre Con- 
duit has proved its ability to assure 
permanent, trouble-proof protection 
to underground cables, at low cost. 
Year after year Orangeburg Fibre 
Conduit is shipped to all parts of 
the world. 

Whether the laborers are half- 
clad natives or high-grade workmen, 
labor costs are lower and work is 
done faster when Orangeburg Fibre 
Conduit is used. 

Its light weight makes handling 
and placing fast and easy .. . its tap- 
er-sleeve joint sets up tight with a 


um Johns-Manvill 


twist of the wrist . . . its smooth in- 
terior finish prevents cable damage 
in pulling through . . . its uniform 
5- and 8-foot lengths are most eco- 
nomical and practical for trench lay- 
ing, anywhere. 

In all climates and under all soil condi- 
tions Orangeburg Fibre Conduit provides 
high resistance to corrosion — reduces the 
possibility of electrolytic or stray current 


Here is low-cost insurance against trou- 
ble that no underground transmission or 
distribution line anywhere should be 
without. Whether you are in Brooklyn or 
Bangkok, in Pittsburgh or Peking, we wel- 
come the opportunity to offer suggestions 
or to prepare estimates on your conduit 
requirements. 


292 MADISON AVE., 
NEW YORK CITY 
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Of all the “Pitts- 
burgh’’ reflectors 
made since we began 
using our secret cop- 
pering process on Au- 
gust 1, 1916—not even 
1/1000th of 1%—not 
even one in one hun- 
dred thousand has 
ever been reported to 
us as having the back- 
ing crack, check or 
peel or the silver plat- 
ing tarnish. 





Floodlight No. FLO 300 


—One of a wide variety 
of Permaflector units for 
white and color flood- 
lighting. 


a big factor 
in business 


Modern business demands more and more light. Every city has its 
“Great White Way”. Illumination is the index of progress. The 
picture above shows the beautiful effect of Permaflector Flood 
Lighting on a business building. 


Contractors who have any problem of lighting—exterior or interior 
—are offered the benefits of our twenty years’ experience in fields 
of special illumination—flood lighting, show window lighting, cove 
lighting, or indirect lighting. 

Permaflector engineering insures correct principle and the economi- 
cal service which permanence of reflecting surface makes possible. 


Write for catalog also the Permaflector Magazine 


PITTSBURGH REFLECTOR COMPANY 


OLIVER BUILDING Pittsburgh, Pa. 








Permaflector 


THE SILVERED GLASS REFLECTORS WITH 
THE Permanent REFLECTING SUREACI 
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ap 
A New Deal 


for a new day 


VERY kind of business is undergoing tre- 

mendous change. Sales methods, man- 
ufacture and dealer relationships, service 
arrangements, competitive conditions . 
all factors of the electric motor business 
must be definitely and fairly adjusted. 
Neither dealer nor manufacturer can ex- 
pect any measure of success in the next 
decade until vicious practices and selfish 


policies are thrown into discard. 


Kimble thus offers far-sighted motor 
agents an unusual opportunity. The Kimble 
franchise assures cooperation without com- 
petition—both in scles and in service. It 
provides superior motors, adequate mar- 
gins and prompt service. It demands only 
fair play and sincere sales effort. Men 
worthy of the Kimble franchise will be 
quick to recognize its full significance. Write 
today for complete information. Address 
J. E. Eddy, President, Kimble Electric Co., 
Damen Avenue at 14th Street, Chicago. 


Kimble motors, long recognized for their skillful de- 
sign and rugged constiuction in highly specialized 
applications are now oltered in all standard A. C. 
and D.C. models from % to 20 hp. Full bali bear- 


ing construction. N.E. M.A. standardized trames. 


40° rating. Only the Kimble experience of special 
precision motor building and the modern Kimble 
facilities for manufacture make possible Kimble 
quality and dependability at competitive prices. 

































KIMBL 


2. oa ee a. 


MOTOR 


Mr. J. E Eddy, President, Kimble Electric Company, 
Damen Ave., at 14th St., Chicago, Illinois. 


Dear Sir: 
| am interested in the Kimble Dealer Franchise. Please give me complete information. 








Name 





Company Name 





Address 








City State Tel. No. 





~ Now Agent For 





A COMPLETE LINE DESIGNED TO 
MEET EVERY INSTALLATION REQUIREMENT, 


FOR HOME, 


Easy to Install — Large Binding Screws make for 
rapid wiring . . . Wide Mounting Ears assure perfect 


alignment and neat wiring installations. 


Textolite Construction — Extremely strong, light in 
weight, attractive in appearance, plain face with 


easy-finding slots. 


WHETHER 


INDUSTRIAL OR COMMERCIAL STRUCTURE 


One-piece Self-aligning Contacts — Of phosphor 


bronze for dependable operation and long life. 


For further information regarding G-E Wiring De- 
vices see your nearest G-E Merchandise Distributor, 
or write Section D-3210, Merchandise Department, 


General Electric Company, Bridgeport, Connecticut. 


Tune in! Join the “G-E Circle” on the air every weekday 


at 5:45 P. M. E.S.T. (Except Saturday) N.B.C. Network. 


GENERAL 


ELECTRIC 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 





